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A Mew RESPONSIBILITY 


USINESS men who will say they will 
never mix into politics are only con- 
fessing to laziness and indifference. 

They get about what is coming to them. Un- 
til we have more business men in politics we 
shall never have much business in politics. 
There is more promise at this time of busi- 
ness in government than for a long time. 
But the President cannot do everything. He is entirely 
at the mercy of politicians and blocs and cliques and 
minorities who are only concerned in getting back when 
their term expires. 
* * x 
HERE is a necessity today of “humanizing” knowl- 
edge. Research has reached such a high degree of 
perfection that the trouble is that most of it is incom- 
prehensible as well as inaccessible to general business. 
A new task is set for the business paper to humanize— 
knowledge. It is dangerous to leave great masses of 
business men and merchants in ignorance of important 
economic and scientific discoveries. Business today is 
something more than just simply “sella-da-shoe to get-a- 
da-‘mun to buy-a-da-bread to get-a-da-strength to sella- 
da-shoes,” ete. 
The “cycle of the cobbler” still exists in the shoe 
trade. New methods and new record keeping only will 
change it. The reason why THE MERCHANT is seven 


The Best Bet 


in This Issue 
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Achievement 


The Spendingest Woman on Earth 


steps ahead of the cobbler is because of the 
merchant’s knowledge of the difference be- 
“cost-and-selling-price’ and of the 
“time-consumed-by-goods”’ lying on the shelf. 


tween 


* * * 


HEN an idea comes along, if it is too 
far ahead, it always has to wait for 
people to get to the place where they can appreciate it. 
Tomorrow’s styles—today, are a source of great gratifi- 
cation to the designer, but the man who can pick the 
right style at the right time for the public to appreciate 
in a number of pairs is closer to being “fashion right.” 
*k * x 

HE theory has been advanced that a store should 
A decrease is not 
When 


it comes—cut down investment in slow-moving goods. 


plan for a loss as well as a gain. 
an impossibility in any department of the store. 


*k * x 
ASHION knowledge is still pretty well unorganized. 
It is the variable element in business, and like “deuces 
wild,” it puts a snap and sparkle into the game. When 
the styles of the new season are too sure sellers—watch 


out for change. ) 


Editor-in-Chief 


Read it 
on page 36 





Jewelry $385,000,000 Hosiery $457,000,000 Shoes $732,000,000 





her spending power. Sh 
has been acclaimed woman suprem 
by the other nations, and the assu 
ance of her power and influence has 
made her all important to herself 
The new type is known as the 
“Demanding Woman.” She plans 
her clothing as a business execu- 
tive does his year’s work. Her 
entire wardrobe is a process of 
elimination, and she creates her plan 
while she is driving, during various 
fittings and sometimes during the 
sleepless hours of the night. While 
she is basely extravagant, she de- 
mands her money’s worth an¢ 
worlds of unfaltering attention 
This she may have because she has 
found out that most anything cat 
be obtained if one has the money 
to pay for it. The sums of money 
she spends for herself are tremen- 
dous—study them. 


Lo 6 HE AMERICAN WOMAN 
LA is in the greatest period oi 


i 
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Dresses $831,000,000 Cosmetics $942,000,000 
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SPENDINGCES T 
PERSON ON EAR TF 


ECAUSE of her social activities, her Fall buying program is perhaps the 

most important of the year. The Fall events of the Little Season are the 

nucleus for social contacts, which are followed up by the heavier winter 
programs. Therefore, the Fall buying is a serious business. 

With the opening of the season, the feminine mind turns to the between season 
suit. This coat suit styled to accent the boyish figure usually is worn with a tucked 
in blouse or a knitted chucker shirt, which is scanty but trig. 

Because of the racing seasons and the early Fall sports events the coarsest of 
imported tweeds, coverts and overflecked mixtures are the first thoughts of 
milady’s buying program. In this picture the tailored footwear has a very im- 
portant place. Brown in Havana tones leads in all fashion. The combining of 
lighter furs with the deep tones in coats does not influence the tone of the shoes, 
so far as wearing a shoe as light as the fur. This is not a season of matching, 
but one of contrast. 





)MAN ' 
jod_ ot ECAUSE of the lengthening of the skirt, darker footwear will be worn. 
She Hosiery is darkened and as leg length must not be sacrificed, the only way to 
preme obtain the slender silhouette is by not breaking the line by too sharp colorings and 
assur by the acceptance of the darker shoe to match the base tone of the ensemble. Green 
ce has has been used extensively in sports wear. This, however, does not mean that the 
erself green shoe will always be worn. Shoes of brown and bronze browns are the natural 
isthe complements of green, and many women prefer the accent of brown with green in 
plans preference to the matchings or tonings. Lizards will be all important in the style- 
execu: ful picture of sports wear. For the dressy green ensemble, the lighter beige 
Her and tan, long haired furs are featured in coats, while many flat furs in grey and 
ess_of grey beige tones, such as goat, kimmer and Persian lamb are used as borders, 
or plan ascot tie effects, and throat throws. Hence the blend of these tones in footwear, 
farious such as beige brown, clear brown, and deep brown, also grey with combinations. 
ng the The all brown shoe, the black pumps or oxford types, will be effectively worn. 
While In blue, however, the blue shoe is almost a necessity. There is something about 
be . the building of a blue ensemble, which, while it may have accents of red, black and 
. red, and beige, seems to demand blue footwear. Hence the placing of blue shoes 
ention. on the retailer’s shelf should in no way be feared as blue will carry through a 
he has very big program in the Spring. 
co The shoe retailer should make it his business to watch the furs that are to be 
money worn as well as the type hat. As long as the velvet hat or the beaver and felt 
mone} combination is on the head of our American woman, suede shoes will be sold for 
ial footwear. The types of shoes are determined by the length of the coats, the 
length of the skirt and the position of the waistline, of both dresses and ensembles. 
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Brains 


RAINS, rather than the expenditure of mere 
money, are the determining factors between suc- 
cess and failure in window display today. With 
the introduction of “art moderne” into window dec- 
orations, some surprisingly effective, yet inexpensive, 
results have been achieved. And all the good displays 
have not been produced in the large cities, either. In 
the smaller communities some of the display boys have 
put their brains to work and have fashioned window 
displays of beaver board and water color paints that 
would attract favorable comment upon the main shop- 
ping boulevards and avenues of our metropolitan 
centers. 
Give a good display man a few sheets of beaver 
board, a few strips of wood, a saw, hammer, nails and 
a few pots of paint and he will produce surprising 

























Beat Mone 


results. It appears that in this day and age the |aack- 
ground of your display is the most important point—and 
backgrounds are easy to produce. 

Below, we show you a simple but effective window 
display designed by H. C. Latham, display manager for 
the Slipperland shoe store in Wichita Falls, Tex. Mr 
Latham made the two large pieces of his main ack 
ground of beaver board over wood frames, cut out the 
squares around the top and sides, folded down the cut 
pieces, tacked them securely and there were clever litth 
stands for his shoes. The end strips were made of 
beaver board in similar fashion, and the center unit is 
built up of painted hollow blocks. 

The beauty of this display is that with a little varia 
tion in the background and a fresh coat of paint, th 
whole window assumes a new and different atmosphere. 
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With a few backgrounds such as this, or screens similar 
to those shown on these pages, the changes can be rung 
from week to week at but little expense and with a 
negligible amount of effort. 
constructed, can be used over and over again by cleverly 
mixing the paints with brains. It was Michel Angelo, 
we believe, who when asked with what he mixed his 
paints to secure certain shades of coloring, replied, 


A few basic pieces, once 


“brains.” An active 


mind can work enough changes on a simple background 


So it is with window displays. 


to give a new and fresh appearance to the window fifty- 


two weeks a year. 

Mr. Latham is to be commended upon producing the 
idea of fashioning his shoe stands of the cut-out pieces 
of beaver board. He might have gone a step or two 
further and dropped a wire cord and electric light be- 
hind and above each pair of shoes so that the concealed 
light would have mae an illuminated background. Hun- 
dreds of additional little tricks that might be applied to 
this one display will suggest themselves to the alert mind. 





On this page we show sketches of a number of 
the most popular of background screens. Any 
number of sections can be constructed and then 
fastened together as wanted with two way 
hinges obtainable at any hardware store. A 
large center section with two smaller “wings” 
at the side as shown below is a favorite unit 
with many shoe men, since the “wings” tend 
to center attention on the items contained 
within the display. The screens can be made 
of beaver board over wooden frames and then 
repainted any number of times to give different 
ettects 
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COLOR GUIDE 
RUBBER-WEAR 
COLORS 


lst—Havana browns lead. 
2nd—Warm browns. 

3rd—Figured blacks in shower boot: 
4th—Midnight blue. 

5th—Elephant gray. 

6th—Deep green. 
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LET © RAIN—LET IF POUR 


Che All-Rubber Light Weight Turned Up Cuff Overshoe Is Fashion’s 
Answer to the Rainy Day—Let Snow Come When It Will— 


HE correct selection of colors in rubber footwear is of paramount 

importance, because it is through color that harmony of ensemble is 

established. The style element has entered the rubber footwear field 
to such an extent, that shades which do not harmonize with the modish Fall 
shades will remain “on the shelf.” 

All over browns which are universally acclaimed by the major apparel 
trades are in first position. One model is made of a deep rich hue much 
darker than the shades of last year. Lighter browns of a warm tone also 
are widely styled for the volume trade. 

Black is next to brown in the all-rubber overshoe and with the brocade 
effects the semi-lustrous rubber surface produces a flattering complement to 
many costumes. It will gain in sales as the winter progresses. The rubber 
cuff is outstanding. 


EEP Blue of the dark navy type has been selected by many whose style 
sense makes the mode; Blue is strong in the high types and oxford 
heights. 

Elephant Gray, a darker than gun-metal color, used in a two-tone effect, 
is sponsored by many, since overshoes will be largely bought to match furs. 
An overcast green model may furnish the necessary accent to many of the 
Fall costumes. It will be by no means a volume shoe. 

The all-rubber gaiter expressing the dainty mode in rubber footwear holds 
the fore-front in style. A silhouette has been achieved with a turned-up 
cuff which closely hugs the leg and conforms to its shape. Patterned and 
gay colored linings are all important. 

Many tweeds and buttons will be used for preference and sectional markets. 

In design, the concealed automatic model, stressing slender single sweep 
lines, is perhaps first choice, but the open and snapfastener models have been 
ordered by many retail houses. 

A brown two-tone low rubber simulating an oxford is expressive of the 
new vogue and offers milady a novelty which is a pleasant variation of 
the black low rubber; also a reptile and a suede oxford in first patterns and 
lightness. 

The outstanding characteristic of the new and accepted models is “Fit” ; 
the test of a correct style is that it never departs from the lines of the shoe, 
the ankle or the leg. The reinforced toe is very important from the consumers’ 
viewpoint. 
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A Consumer’s Tariff 


NEW measuring stick on the tariff must be brought 

into use, otherwise it will fail of its purpose. It 
is the first time in the history of America that a tariff 
bill is to be written by Congress from the viewpoint of 
“a period of consumption.” All other tariffs have been 
written in the “period of production” in the United 
States—1790 to 1923. 

Attempts to solve tariff problems by the use of the 
measuring stick of the former manufacturing period, 
in the present consumption period, is so much wasted 
effort. We have an example in our own industry of a 
Hide Tariff, supposedly to benefit the farmer but actu- 
ally penalizing every man, woman and child in America 
—as a sop to the farmer and then to disarm manufac- 
turing industries, a 20 per cent duty on shoes and similar 
duties on leather. The protective tariffs in the main 
actually apply only to one kind of leather and one type 
of shoe imported in volume sufficient to cause major 
distress to American production. 

It is not too late for the Tariff Institute to consider 
a new measuring stick of the tariff of 1929, to secure 
first, by résearch standards of measurement—measuring 
sticks—usable to determine with certainty the effects 
of a given tariff upon any individual business or any 


group of businesses; and to develop scientific processes 
usable in organizing the facts measured. 

It is now necessary to organize knowledge of gen- 
eral facts of consumption and the relation of these gen- 
eral facts to the scientific facts of the tariff—to develop 
standards of measurement and scientific processes show- 
ing the effect of the tariff on a given business or any 
given group of businesses. 

The blanket protection idea of tariff has given 
way to a more practical instrument of protection, 
The idea, as expressed by the group of men who 
went to Washington urging free hides of only such 
measure of protection as needed to offset partic. 
ular competition, seems to have been the beginning 
of a new thought in Washington. It suddenly 
dawned upon tariff experts that here was a new 
route to protection, different from the old time 
tariff tinkering. 


ee 


Why Not Mid-W eights 


F that portion of the shoe trade which is trying to make 
an honest living manufacturing and selling men’s 
footwear will only take a quick look at what is happen- 
ing in the women’s end of the industry, they may find 
food for thought. In this branch, the fall season has 
become plural. It is now “early fall” and “late fall’— 
with a different type of shoe for each of these divisions. 
Women cast off their summer footwear on Labor Day 
and buy something new. This they wear until the first 
frost, and then they are again in the market for the thing 
of the moment. 

Quite the reverse is true in the men’s end of the in- 
dustry. We have light weight shoes and heavy weight 
shoes—summer shoes and winter shoes. Why not me- 
dium weight shoes to bridge the gap between the end 
of the light weight season and the beginning of the cold 
weather, when extra heavy soles and reverse welt effects 
will be in order? 

It took the shoe trade a couple of years to sell men 
on the idea of the light weight shoe; and it may take 
that long to sell them on the idea of the medium weight. 
But it’s worth trying. 


eee 


Flash and Fizzle or Sanity 


HE race is not always to the swift. Seated in one 

of those big, lumbering buses, slow-moving, pausing 
frequently to take on or discharge a passenger. A 
scarlet runabout dashes past in the midst of thick traffic. 
Ignoring stop signals, running through traffic regula- 
tions, a slick-haired sheik and a painted flapper on the 
seat, high-headed and supercilious. Probably a bandit 
and his Sheba. Away they go endangering lives and 
making whoopee with everything. The old bus !«mbers 
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esses on. The scarlet roadster is now blocks ahead. Ten 
blocks further on the roadster comes in sight again. 


It’s an asset for a man to have his shoes shined. 


£en- Now it is at the curb with a smashed fender, dented Playing fair with American public is raising the code 
gen- radiator, and gaudy paint all scarred up. An irate po- of American business. 
velop liceman with notebook and ticket pad. A scared sheik and 
show- a pouting flapper. The bus passes sedately on its way— Don’t concentrate on weak points of your competitor ; 
r any safe, sure, doing its work, sanely. study the strong ones. 
A skyrocket soars into the sky. Its brilliant trail of 
ziven fre and sparks light up the heavens. Its dash and elan Don’t substitute opinion for facts. 
tion, are attention-compelling. Soon it runs its course and 
who begins to fade out. The last spark dies and darkness aAa4 
such ensues. The stick hurtles down to earth. A wonderfully 
artic. ieautifully and thrilling spectacle while it lasted. But Freak Demand 


ning the old street lamps burn on and the highways are lighted 
lenly for men. 

new Business is like that. Brilliant displays, scarlet road- 

time sters, flaming skyrockets. Soaring into the skies and  quiry,” not a public demand. But when a hundred per- 

coming down dully like the stick. The more slow- sons ask for the same thing, that may be construed as a 

moving business goes on, no great display of pyrotech- public demand. Do not be misled by inquiries. There 

nics. Just sane, sound business. But it serves well and are crackbrains going from store to store asking for 

is well served. It gains surely and soundly. Many new  off-colors or freak designs. This element represents 


HAT constitutes “public demand?” When one 
person asks for a certain thing, that is an “in- 
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stores open up and dash 
into the spotlight. Fora 
time the old store is left 
in the race. But dash 
and brilliance are not al- 
ways sureties of success. 
At the end of the year 
the solid old establish- 
ment has gained, gained, 
crept up and passed its 
sensational rival. Slow 
and sure does it oftener 
than a too rapid pace. 


te lt 


When you’re through 
changing . . . you're 
through. 


Business today must 
make a profit . . . or 
cease to be a business. 


Highest priced labor 
ischeapest . . . the low- 


est most costly. 


It pays to pay high 
wages, 
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—God News— 


GUDE’S, INC. 
Los Angeles, Calif. 


Please let me say that we regard the Boot 
and Shoe Recorder very highly and depend 
upon it for information regarding our busi- 
ness, and this embraces many subjects, fore- 
most of which are style, fashion trends as to 
materials and patterns, materials that go into 
the making of shoes and colors. With this 
fast moving picture we believe that you are 
especially fitted to procure authentic infor- 
mation, consequently we insist upon all of 
our buyers and style people reading your 
periodical each and every week. I do not 
know of any particular way that we could 
acquaint the manufacturers as to our attitude 
toward your paper other than through per- 
sonal contact and I assure you that I shall be 
very happy upon any occasion to state our 
views. We believe that you are doing a good 
work, sincere work, and that you are striving 
to do better work. It is quite a job. However, 
you have the equipment to put it over. 


(Signed) ALBERT GUDE. 


* * ~ 


An outstanding and fore-thinking merchant 
on the coast, a student of fashion fact and store 
economics, tells us of our new responsibility and 
we in turn promise to him and to all merchants 
the best business publication possible to a group 
of sincere, energetic and enthusiastic workers. 


F a acim 
Set ae a 


President. 
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but an infinitesimal frac- 
tion of the public. It 
takes more nerve, some- 
times, to lay down a hand 
than it does to play it. 
Have the courage to re- 
sist the freak inquiry. 


A a 


A Chinese scholar vis- 
iting one of our bathing 
beaches remarked that it 
was plain to see why 
American women had 
crusaded against foot 
binding. “They wanted 
exclusive use of the art,” 
he said. “Your women 
have the most hideously 
bare feet I have ever 
seen.”’ Well, our women 
have had some able as- 


io 


sistance in the “art” of 
distorting their feet. 
The Chinese women did 
the job with bandages. 
The “enlightened wo- 
men” use extreme heels 
and narrow lasts. 









AMERICA 


LORENZ ZIEGFELD ha; 

selected Miss Barbara Ney. 
berry as the young woman possessing 
“America’s Most Beautiful Legs,” 
Miss Newberry is one of the princi. 
pals in “Show Girl” a musical produc. 
tion now appearing in New York. 
Contests featuring foot and ankle 
beauty are being held in increasing 
numbers in connection with sales pro. 
motion for retail shoe stores. They 
will have a prominent place in fall 
publicity plans. 





| 
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TYLE shows within the shoe store or shoe department 
become perhaps the best single medium for showing 
the new shoes of the fall season. 
One merchant, E. S. Kornmann, manager of Bedell’s, 
Oakland, Cal., says: “If I should tell what increases have 
been made in this shoe department in the past year, people 
would think I was the most profane kind of a falsifier. I 
wouldn’t blame them much either, if they didn’t know the 
true figures.” Naturally the question, “Howju do it?” 
was asked. “Private style shows,” was the answer. 
It seems Kornmann has a failing for style shows. He foot 2 
pulls them in the shoe department whenever he gets a chance. orettie 
Then working in the majority of cases, with other buyers third, 





of the store, style shows are given at the University of and w 
California, Mills College, Women’s Civic Club, Masonic at the 
Club and many other organizations of like character. Style appear 
shows do more than anything else, in his estimation, to make atin 


the people want to buy pretty shoes. Style shows plus style ome 
shoes, plus good service, seems to be the proper medicine. the “J 
if taken in good doses. 


AKLAND seems particularly style conscious for an- by 
other store, that of Hecht & Herman, operates each - 
Y Lor 


season a combined Cinderella and Bathing Beauty Contest. 










This year, to make the publicity feature of value to all mer- a 
chants in town, they relinquished the contest in favor of the , Ore 
Retail Clerks Association. We show the entry blank in the part 
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OST BEAUTIFUL LEG 


START THE FALL SEASON WITH A 
STORE STYLE SHOW 





(0 1. Prettiest Ankle and Shapliest Leg. 
C) 2. Smallest Feet. 
(C 3. Most Normal Feet 


Solid White Gold Wrist Watch 
Twenty-four Pair of Holeproof Hose 
Six Pair of Attractive Shoes 

A Parasol Flowers 


Shoe Buckles 





ENTRY BLANK 


FOOT AND ANKLE CONTEST MANAGER 
NEPTUNE BEACH, ALAMEDA 


Please enter me in the Foot and Ankle Contest at Neptune Beach, Alameda, on Sunday afternoon, 
July 14, 1929, to be held under the auspices of the Retail Clerks Association. 

1 will report to the office at Neptune Beach at 1 P. M. on the day of the contest. I agree to observe 
the rules of the contest and accept the decision of the judges as final. I also agree that the contest 
manager shall have the right to reject any application a 
to the contest. Neptune Beach reserves the right to reproduce any photographs of contestants. 

An order for free photographs will be sent to contestants on receipt of entry blank. The photos 
will be taken at the Coleman Studios, Wakefield Building on Seventeenth Street, Oakland. 

I will appear in the following contests (indicate by marking X): 


Following is a partial list of the prizes to be awarded the winners of the contests: 


5 lb. Box Lehnhardt's Candy 
Two Boxes Fine Stationery 


The contest is open to all girls and women between 16 and 25 years of age. 


to require any contestant to withdraw prior 


A Twenty-five Dollar Photograph Order 

Ladies Overnight Case 

Many other prizes will be announced be- 
fore the day of the contest 








ioot and ankle contest. Prices are offered for, first, 
prettiest ankle and shapeliest leg ; second, smallest feet ; 
third, most normal feet. The contest is open to all girls 
and women between 16 and 25 years of age. Being held 
at the beach in the summer time, the participants all 
appear in their bathing suits. The large crowd that 
gathers on the Sunday afternoon of the contest is, of 
course, primarily interested in judging and watching for 
the “Most Normal Feet.” 


bp some years, James F. Olmsted has staged a style 

show in his shoe department in the store of McCurdy 
« Company, Rochester, N. Y., semi-annually to start the 
season off “with a bang” These shows are held shortly 
before Easter in the spring and early in September. The 
department is beautifully decorated for the occasion with 
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flowers and greens, a stage is erected at one end and 
attractive models are engaged to display the new foot- 
wear. Invitations are sent out and the department is 
thronged with visitors. 

The value of such style shows, in Mr. Olmsted’s judg- 
ment, isn’t so much in the immediate business they create 
as in the fact that they serve to identify a store or a 
department as a center for the latest styles. In fact a 
style show may tend to demoralize business somewhat 
while it is in progress, for the women come to see the 
styles rather than to buy shoes. But the results in the 
way of actual business are evident throughout the 
season. 

A beautiful foot and ankle contest is one way of in- 
creasing interest in a style showing and thereby adding 
to its value as a publicity and sales promotional medium. 
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‘ m— is great satisfaction for 
. women, these days, in the beauti- 
ful leather shoes and matching 
i bags and belts that give them such an 
& opportunity to indulge their tastes for 
iz color and mraterial. Nowadays nearly 
Ea every woman has at least six pairs of 
is shoes in her active-service, wardrobe, and 
often as many bags. But the very range 
of beauty that she can secure in these 
articles too often makes her a bit heed- 
less about their care. She may have 
bought them only to achieve certain 
effects that especially please her but even 
if appearance is her principal goal with After lotion ap- 
economy distinctly in second place, still plication to 
she should give some thought to the Justre leathers 
proper care of her shoes and bags be- ‘restoration of 
cause those best cared for appear best S/085 by woolen 
while lasting longer. —_ 
Many shoes and bags, nowadays, are 
made of similar or identical leathers. For 
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DEPENDS THE WEAR 


this reason, they often require the same sort of attention 


in their cleaning and care. 

The soft, luxurious suede shoes, are familiar in the 
rvice of almost every American woman. She knows 
that the fine nap of the leather sometimes mats down and 
may even develop spots that look faintly greasy where 
there has been friction against the inside of an overshoe. 
She knows that mud and water stains cannot always be 
avoided 

The wire brush is now known to be an aid of doubt- 
jul value. The fine wire may cut off the nap after two 
or three treatments. A bristle brush is much better and 
should be used with a rotary motion to loosen dirt. Then 
the shoe should have an even application of any one of 
the several commercial suede dressings which contain a 
little aniline dye of a shade that comes within a tone 
or two of the color of the leather. After the aniline 
dressing has dried thoroughly in room temperature—not 
over a radiator where the heat is too intense—the soft 
lustre of the nap can be restored by stroking it carefully 
in one direction with the dry brush. 

Many suede bags, especially if their sale price runs 
from $5 to $25, are of the same calfskin as shoes and 
should, therefore, receive the same treatment, care being 
taken not to lay on the liquid cleaner too heavily lest it 
come through the leather and stain the lining. But there 
are both cheaper suedes and more expensive ones. The 
cheaper bags are likely to be made of sheepskin and 
the more expensive ones of kid or lambskin, too often 
called “antelope. 3oth probably were dyed originally 

earth pigments. Pigment colors 
are not absorbed by the leather 
fibers as are aniline dyes. There- 
fore colors from these bags are 
more likely to rub off. 
Patent shoes need only to be 
with the suds of ordi- 


” 


washed 


Reptilian leath- 
ers need soft 
cream to restore 


finish 
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nary non-caustic soap and then rubbed with a dry cloth, 
preferably woolen. Occasionally the shoes might be 
rubbed lightly with a cloth containing a very little castor 
oil, especially after they have been worn a few weeks. 
This softens the leather at the creases. Above all, no 
paints should be applied. 
wise good patent leather. 


These often break up other- 
No leather for shoes or bags 
requires so little care as patent, but patent deeply needs 
that little. 


HOES of the many types of calf, kid and reptile 
leathers are cared for identically. They all need 
periodic applications of any one of several leather lotions 
to remove dirt and most spots and to feed the leather 
with a certain amount of emulsion. These creams usually 
contain a little turpentine to cut grease, soap to wash it 
out and enough wax to impart a gloss under the use of a 
woolen cloth. Neutral creams are satisfactory for any 
color of leather, whether it be a blue or blond kid, a 
black lizard, a brown alligator, a mottled watersnake or 
a tan or beige calf—either smooth or with imprinted 
grain simulating any other skin. The lizard, snake and 
alligator leathers need only the cream and the polish- 
ing cloth. The calf and kid shoes may also be lightly 
treated with any of the superior polishes. 

The best way to remove grease spots from leather, 
is to employ any one of the several commercial quick- 
cleaning fluids which are neither inflammable nor ex- 
plosive—that is, which contain no gasoline nor kero- 
These fluids 
are composed of various solvents other than gasoline. A 


sene with their attending natural greases. 


small quantity is applied directly on the grease spot. 
Immediately it must be drawn back out of the leather 
by working over the spot irom all sides with a piece of 
dry Turkish towel so as to absorb into the towel the 
The 
in the cleaner, of course, remove the natural oil from the 
leather at that spot. 
bing leather lotion into the shoe. 


cleaner, together with the grease spot. solvents 


These should be restored by rub- 
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SHOE MERCHANTE: 
“Tf 
n gor 
By HAROLD WHITEHEAD noth 
Business Consultant W 
EPISODE 5—A Grand Opening width 
I've fi 
ATURDAY, September 14, will always be remembered jy MY 
S Billy Rogers. For the past two weeks Billy had worked {a inily. 
harder than he had ever done before. But try as he would What’ 
he could not keep pace with the numberless details that kept crying Ac 
for attention. possib 
Captain Jacks forgot entirely that he was only to be a part-time Ig Mckl 
assistant. That old war horse of the shoe trade in Fretton, Conn of Em 
responded instinctively to the challenge of the emerg ; 
ency in preparing for the “Grand Opening.” ‘B® 
As quickly as a consignment of shoes was delivered 
Captain Jacks attacked it. Lids were ripped off and the Parker 
shoes arranged on the shelves. But for the past ten days apes | 
cases and cases of shoes kept pouring in. The old Cap- at so 
tain staggered under the onslaught of shoes. “Gas 
“Me boy,” he gasped to Billy, “I hope you left the Cer 
manufacturers enough to sell to other people. How | 
many more are there to come?” said 
° in the t 
ILLY looked up from his task of trying to prepare a week 
an opening advertisement that would “knock ‘em = 
off their perches,’ as young Joe Rowe, his other assis- yee ” 
tant, said: fel Dv 
“T don’t know exactly. I wonder if you’d like to check an 4 s 
up what has come in and what has got to come?’ | q Figt 
bought quite heavily, because I wanted to be able t = 
take care of everybody right from the opening day.” bed 
Captain Jacks took the list and began to check ove! “Rick 
what was yet to come. After some time he exploded : > 
“My God, boy, have you any idea of what you'v rs 
bought? These here people in Fretton are humai tik 
beings—they aren’t centipedes. They can only wear on hve 
pair of shoes at a time.” nati 








Billy gulped uncomfortably. ‘“What’s the total then 


Billy on the N ight Captain?” he asked. 


T ’ . r —— oht 
“We'll never get ’em all in the store. You've boug! 
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yearly three thousand pairs! They come to over fourteen thou- 
and dollars—mebbe fifteen thousand with the findings. Can you 
pay for ‘em ?” 

“Sure I can,” Billy flared indignantly. 

“If you got so much money, you should have put some 
in good stocks or honds. And later on mebbe have opened 
nother store.” 


HY can’t we use those shoes right here? I want 

to offer the biggest and most complete stock in 
widths and sizes in Fretton. That is, in the price range 
I've fixed on. 

“Well, son, you sure have done it,” the Captain said 
irily. ‘“‘But this here store isn’t big enough to hold ’em. 
What's to do?” 

A check up quickly showed that the store could not 
possibly hold all the shoes on the way in. Billy thought 
quickly. Then he remembered an old shed at the rear 
of Emery Parker’s store on Front Street. 


“P)E back soon,” he called out, and without a mo- 
ment’s waste, dashed up to Parker’s. Fortunately, 

Parker was in—he always was for that matter, as he be- 
lieved that the best place to manage a shoe store was in 
the store itself. 

“Can I see you a minute, Mr. Parker ?” 

“Certainly, Billy, what’s the trouble?” 

When he heard of Billy’s predicament 
he said, “Yes, I’ll rent you storage room 
in the barn and I'll charge you five dollars 
a week.” 

“Thank you very much.” Billy was 
thankful and relieved. “But do you really 
eel I’ve made a bad mistake in buying so 
many shoes right to begin with?” 

“Figure it out for yourself. What’s the 
population of Fretton?” 

Billy scowled thoughtfully. “About 
4,000.” 

“Right. What’s the per capita sale of 

shoes ?”” 

“I—er—I. What is it, Mr. Parker?” 

Parker smiled grimly. “You really 

ought to know the A B C, of shoe store 

management, Billy. It’s quite useful, you 

[TURN TO PAGE 58, PLEASE] 
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KAOwW THYSELF? 


By Dr. JuLius KLEIN 


Assistant Secretary of Commerce 


HE agonized outcries of retail merchants, or, 

rather, a certain portion of them, are resounding 

through the land. Business consultants every- 
where are striving zealously to cure the genuinely poign- 
ant suffering from which these lamentations spring. 
They point out that there is indeed a disquieting measure 
of cause for concern. For example, a recent survey of 
the “life expectancy”—if any—of independent retailers 
in a large eastern city showed that for every 100 grocery 
stores of this type doing business in 1919, but eight have 
survived the tribulations of the intervening years. The 
independent druggists, so called, seemed to be of a 
hardier type, or perhaps their vitality is due to their 
preparedness for any trade eventuality as reflected in the 
bewildering variety of their stocks, which seem these 
days to comprise every item of human requirement. The 
drug store survivors, after a decade of stormy trials, 
number a hardy but battered band of some thirty out 
of the original one hundred of 1919. 


HESE and many similar records of decimating mor- 

tality at once raise the question as to the causes 
thereof. but the inquisitive observer raises the question, 
Does this breath-taking downward swoop of the “life line” 
(perhaps it would be better to call it the death curve) of 
independent stores really mean that after ten years 
ninety-two grocers out of every hundred have actually 
gone to their reward, commercially speaking? Or could 
it be that many of the ninety-two have but shifted their 
status, perhaps been metamorphosed into that new hy- 
brid, the “voluntary chain,” which has been appearing 
quite frequently of late? Insofar as this rapidly shifting 
process of evolution in retailing has actually meant more 
cadavers in the morgue of the bankruptcy courts, what 
have been the fateful items on the fever charts of the un- 
fortunates which actually brought on the demise ? 


T once the chorus of “specialists” arises to present 

an immediate diagnosis. The ailing retailer, they 
assert, is being bedeviled by a veritable phalanx of fire- 
breathing dragons, assailing him on every hand—chain 


50 











stores, mail order houses and their novel retail branches, 


house-to-house soliciting and other commercial monsters 

Now, it is true that many an unsuccessful retailer at 
tributes his woes mostly to these ogres of competition 
but one feels, sometimes, that the harried retailer is some- 
times a bit too modest in thus contriving to avert atten- 
tion from himself. Possibly the deeply rooted trouble 
lies much nearer home than he is willing to admit. It 
was the old Greeks who coined that most concise of 
adages: “Know thyself!’ And a course in introspection 
—in autopsychoanalysis—could often, I believe, work 
healing miracles in the modern retail trade. 


ECAUSE the plain, blunt truth appears to be that th 
influence of competition in occasioning retail dis 
asters is enormously exaggerated. 
mischievous a power as the failures would have us think. 
Just what position does it actually occupy? A recent 
survey by a nationally known commercial credit-rating 
firm shows that competition accounted for only 3.6 per 
cent of business failures in 1928. But nearly one-third 
of the total—31.4 per cent, to be exact—are charged up 
under the heading of “Incompetence”! It is true that 
this tabulation covers all phases of business, and possibly 
the retailer is somewhat out of line from the gener 
[TURN TO PAGE 54, PLEASE| 
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lothe very large percentage 
of the millions of Feminine 
Style Seekers, the $5.00 
bill is the maximum medium 
-anchesf of exchange for footwear. 


‘| Thousands of retailers have 
vetition found the way to steady 
is some-f profits and quick turnover 
: depending entirely on 
“EE this Brownbilt line for all the 
‘cise oi snoes they play at this pop- 
spectionfl ular price. 
~"Bhe fast styling and the qual- 
ity of the line magnify the 
that thelf $5.00 bill, and the whole- 
ail dis Bf sale price permits an excel- 
: vik fy ent mark-up. The line is 
recent Carried in stock for instant 
it-rating shipment. Take time to get 


Brownbilt Shoes 
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OPENING THE FASHION SCHOOLROOM 







Business Men Study Fashion Facts 


tions attended the Fashion Merchandising Clinic 
organized by Amos Parrish, at the Ritz Carlton 
Hotel during the month of August, 1929. 

The Fashion Clinic represents a great modern adult 
movement of “back to the schoolroom.” The outstand- 
ing address on fashion was by Amos Parrish. Here 
are the high points on fashion and its application to life 
as well as to merchandising that a merchant must learn: 

To realize that the fashion business is a daily election 
thing that makes things grow, change, breathe and live. 

To appreciate fashion as the expression of the prefer- 
ence of others, not our own likes and ideas. 

To realize that the fashion business is.a daily election 
where people are continually voting for their fashion 
candidates—that they-are doing the voting—and while 
there might be a Macy in fashion, there is no Tammany. 

To recognize fashion as a definite and positive selling 
force in stores—the most powerful of all selling forces 

To study fashion soundly—thoroughly—as a basis for 
sound merchandising. 


Oi hundred fifteen stories and retail organiza- 


To consider fashion as a most interesting mean 
most profitable end—successful storekeeping. 

To think of fashion as a friendly, human frie: l, not 
as a mysterious, veil-wearing opponent. 

To see the importance of fashion in everything worn 
or used by people. 

To understand fashion as something very definite and 
very dependable. 


to a 


To realize every store has enough competition next 
door and across the street without competing with itself. 

Therefore, seeing to it that every store agrees with 
itself in fashion——not being a fashion-blonde in one de- 
partment and brunette in the other. 

To analyze all fashion trends—mercilessly—painstak- 
ingly, as the basis for forecasting future fashion trends, 

To forecast fashion trends as a basis for all |uying 
and selling of fashion goods. . 

Not to resist or oppdse the prevailing fashion trends— 
never—(a double negative and a grammatical error, but 
a double-barreled fashion truth). 
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But to sell with and into fashion trends. 

To play the fashion winners and keep on playing them 
as long as they are the winners—no matter how long 
they have been fashion winners. 

To appreciate that old friends in fashion are like old 
friends in life—dependable friends. 

To remember that a good fashion forecast is as prac- 
tical as a road map—but what’s the good of a road map 
unless you’re going somewhere? 

To recognize that no one has a copyright on fashion. 
And, therefore, to watch keenly fashion successful 
sores and learn from them. 

To consider that fashion knows little about geogra- 
phy. And sees no reason why she should study it. 

To remember that fashion doesn’t know there are dis- 
tinct departments in department stores—er shops in spe- 
cialty shops. 


ASHION thinks there is just one store. And— 
Dee all—there is just one store when the net profits 
are finally counted. 

To think about fashions the way store customers think 
_realizing their votes are the only votes ever counted 
for any fashion candidate. 

Not to credit ourselves with occult powers of fashion 
divination—in other words, not to guess or hunch 
fashions. 


To appeal—not to the fashionable forty—but to the 
fashionable four million—and forty million. There’s 
no need to confine the singing of a Challiapin to a 
parlor. 

To remember—just as a contract doesn’t mean any- 
thing until it’s signed—so a fashion plan doesn’t mean 
anything until it is written. 

And then to remember that the best plans are worth 
no more than the stubs of used theater tickets—unless 
the plans are worked. 

For while Bobby Jones’ choice of golf clubs is of some 
importance—his use of them is of all importance. 

To know that accurate fashion analysis is a ticket to 
net profit—but it’s a ticket that must be used and ridden 
on to get one where he wants to go. And it’s not only 
a transportation ticket—it’s a meal ticket. 


O remember that fashion was and is and always will 

be—because the law of fashion is the law of change 
—and so long as the world moves it will change 
will fashions. 

To realize there are fashions in storekeeping as well as 
fashions in the things we wear and use. 

And, most important, to realize that stores which put 
fashions to work for them—as fashions can work—are 
stores whose methods are setting the new fashions in 
storekeeping ; fashions that make for volume and profit. 


and so 
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KNOW THYSELF S 


[CONTINUED FROM PAGE 50] 


average in certain special respects. But even with liberal 
allowances for that divergence, he must take his share 
of the responsibility involved in these arresting figures. 

That word “incompetence” is more or less repellant, 
but one fears that it all too frequently represents an 
unpleasant truth. Fortunately, in many cases, this is a 
condition which will yield to treatment. Knowledge is 
the sovereign. 


ACK of capital, we learn, is responsible for 35 per 
cent of American business failures, constituting the 


largest single factor therein—rather an ironic commen- 
tary upon the supposed opulence of this “domineering 
stronghold of the world’s credit,” as some of our foreign 
critics put it. As a matter of fact, I suspect that this 
embarrassment of capital shortage arises-very often from 
shortsighted “starting in on a shoestring,” “trusting to 
luck that the ‘breaks’ may come.” They very often do, 
but not always from the right direction. 

It is not my purpose here to analyze the highly intri- 
cate financial problem of the present supply and flow of 
capital. But on that other major malady, “incompe- 
tence,” I can without hesitation prescribe relentlessly : 


more rigorous dosages of facts, and, in particular, oj 
that carefully compounded, wonder-working pair of con. 
coctions, market surveys and cost analyses. 

Again and again studies of the reasons for the succes; 
of individual business enterprises have proved that thor. 
ough examinations of all available data as to the actua| 
costs of doing business, item by item, and as to the 
specific sources of profits, develop the most poten 
weapons against commercial weakness. A mastery of all 
of the facts on any given retailing problem generate 
self-reliance stimulates true competence—and competence 
is the most effective offensive in combating competition, 


HE present position and future prospects of the re- 
tailer, particularly the small independent operator, js 
unquestionably one of the most vital questions now be. 
fore this country. It is fraught with momentous issues, 
with great possibilities of broad social improvement, 
and, on the other hand, with stark alternatives of possible 
misfortune for many thousands of our citizens. 
It seems to be a more or less popular indoor sport 
these days to jeer contemptuously at the small store- 
keeper—‘“Lo, the poor retailer, the lowest form of com- 
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mercial life.” As a matterr of fact, the retailer occupies 
probably the most crucial position in our entire business 
machinery. He is the last link in that long chain of 
production and distribution which leads from remote 
farms, forests and factories, throughout the land, and 
often far beyond its borders, down through mills and 
warehouses, freight yards and stock rooms, finally to his 
shelves. His counter is the deadline where distribution 
ends and where consumption should begin. He stands 
on the spot marked by the fateful “X,” “where the deed 
was done.” And, if it wasn’t done, if the goods were 
not moved from his shelves across the counter into con- 
sumption, then everyone of these countless processes 
and services that stretch back in a multitude of lines 
from those shelves to every producer in the country is 
just so much lost motion. If for one reason or another, 
then, the retailer does not actually retail, congestion is 
certain to develop in the business body of the nation. 
And congestion is the first ominous symptom of more 
serious trouble. 


E may view the position of the independent retailer 
under several heads. First, what are the outstand- 
ing disadvantages under which he operates today? 
Second, what are the hopeful, heartening factors in his 
position? Third, what does he need to do to maintain 
himself adequately in the future? And, lastly, just what 


are some of the things now being done to help him solve 
his problems ? 

Considering the first of these questions, one is com- 
pelled to begin by saying that the original setting up of 
some retail businesses was decidedly ill advised. For 
many retail stores there is scant economic justification. 
They represent hope, ambition—and poor judgment. In 
too many instances the very location is inept. Too many 
prospective storekeepers are prone to ignore such im- 
portant factors as the proximity of competitors; the 
nature of the surroundings ; the convenience to car-stops ; 
the advertising necessities; the number, types, purposes 
and destinations of the passers-by. 


ETAIL store owners fail, a good many times, to 
measure their market justly, either in nature or ex- 
tent. They may be careless as to their store personnel, 
or they do not plan the store right—do not make it at- 
tractive. With 85 per cent of the buying in retail stores 
today being done by women—even in hardware and paint 
stores—the far-sighted retailer is, commercially at least, 
graciously considerate of My Lady’s whims and foibles. 
As one discerning observer put it, “Shall we join the 
ladies?” is no longer a perfunctory after-dinner query ; 
it is an important problem in merchandising. And the 
answer is “Yes!”—emphatically. 
There may be great waste and loss arising from inju- 
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dicious choice, and slack, careless management, of the 
stock of goods carried. Much of the stock of the average 
retail merchant is apt to be dead wood. It does not move. 
It makes no profits. A merchant striving for success 
needs to make at frequent intervals a drastic “check-up” 
of the items he has been handling. If they prove to be 
slow-moving and unprofitable, he should have no hesi- 
tation in eliminating them. 

Results developed through investigations by the De- 
partment of Commerce has shown conclusively that it 
is very often possible to increase a merchant’s profits 
substantially by means of an extensive reduction of the 
items in his inventory. Sometimes a 50 per cent cut in 
the number of different articles carried may bring about 
a 50 per cent increase in net returns. 

Another common cause of loss is laxity in credit ex- 
It has estimated that, out of the 24 
billion dollars of our retail sales on credit, at least 
a billion a year is lost through mistakes in credit policies, 
collections and careless installment methods—truly a 
terrific drain on the resources of the retailer. 


tension. been 


N ‘numerous instances retailers unwisely undertake 

types of service that result in loss, such, for example, 
as deliveries over too extensive a territory, or in too 
small amounts. 

In consequence of such deterrent elements, there is a 


large class of retail business men whose income jg y 
small as to puzzle the observer when he tries to figyy, 
out how they can possibly make both ends meet. 

Let us look now at.the other side of the picture. |; 
the independent retailer faces certain undeniable han. 
caps, he possesses, also, a number of highly importa, 
advantages. As contrasted with the units in larver y. 
ganizations, he enjoys greater freedom of action. h, 
is not restricted by unvarying systems. He is at liber, 
to adjust his methods and his stock to the peculiar taste; 
moods and predilections of his clientéle. He has « byroaj 
leeway for the qualities of flexibility and adaptal» lity ; 
the conduct of his business. 


HIS freedom is a challenge to his resourcefu tess, ; 

stimulus to his merchandising ingenuity. 
to devise original methods that will appeal especially 1 
his customers. This possibility of rendering a pleasing) 
individual service is, perhaps, the greatest asset of the 
independent retailer today. 

He is, as a rule, an integral part of his com munit 
or neighborhood. He knows his patrons not only ; 
customers but as people—is familiar with their circun 
stances, their likes and dislikes, their well-grounded prei- 
In his stor 


He is abl 


erences and their capricious whims. there- 
fore, he greets them in a spirit of old-established friend 


liness. So he has that intangible but invaluable qualit 





T 643. 
Brownbilt PAT- 
ENT OrmoD’Orsey 
Pump, Patent Bow, 134 


inch covered wood Box heel, imitation turn, 
Chummy last. Sizes AA 4 to 8, A 3% to 
8,B 3 to8, C2% to B. In stock. 
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that we may call “the personal touch.” There is a 
psychological asset here that every independent retailer 
should realize and justly prize. 

The vast majority of independent American business 
men, possessing a reasonable margin of capital, with 
native ability and with willingness to work, to utilize new 
methods, and to take advantage of new conditions, have 
as great an Opportunity for success today as ever in the 
past—in fact, a greater opportunity, because of the steady 
advance in our living standards and our buying power. 

What does the independent retailer need to do in order 
to attain success? Before all else, he needs, I think, to 
take a leaf from the book of his formidable competitors 
—that leaf on which the word “Efficiency” 
He needs to introduce (or reinforce) business practices 
of the most rigorous economy, 
modern scientific management. 
are already so managed, being correspondingly success- 
ful; and whatever I have said in the way of criticism 
should be considered as applying only to those enterprises 
which are obviously deficient. 


is written. 


based on principles of 
Innumerable retail stores 


7 ) proceed efficiently, the independent retailer needs, 
above all else (as I have already emphasized) de- 
pendable facts as to his particular trade problem. There 
is certainly no lack of statistical and factual services, and 
of eager prophets and seers (often of a self-appointed, 


self-annointed variety) ready to furnish the inquiring 
retailer with facts or near-facts. Some of these are 
fairly good and genuine and others suspiciously syn- 
thetic. The retailers’ main difficulty, then, 
to choose those that are really trustworthy and useful to 
him. In this important task he would do well to consult 
the facilities of the Department of Commerce, particu- 
larly its tabulation of the functions of some 600 busi- 
ness researching agencies. These are scattered through- 
out the land and cover every conceivable type of trade. 

If he is to survive, the retailer must marshall every 
possible item of experience and information bearing upon 
his particular situation. And that situation is one of 
profound concern to the entire nation. 
Hoover expressed it, when he was Secretary of Com- 
merce, “the foundation of American business is the in- 
dependent business man. 
opportunity and his individual service.” 


seems to be 


As President 


We must maintain his 


MINNEAPOLIS.—Beginning with September 27, re- 
tailers, travelers and shoe manufacturers of St. 
Minneapolis will institute a series of five monthly dinner 


Paul and 


meetings to revive, in an informal way, the spirit of the 
old Shoe and Leather Club which formerly brought to- 
gether at regular intervals the members of the different 
branches of the shoe field in the Northwest. 
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T 356. Brownbilt 


BLACK SUEDE side- 
buckle Strap, BLACK Boroso 


Shark trim, 154 inch covered 
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wood heel, imitation turn, 


Rip last. $3.15. 


T 357. BROWN SUEDE 
with BROWN Java Lizard 
trim. $3.35. Sizes for both 
A3% to 8, B3to8, C2% 
to 8. In stock. 
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Biy Rocers, Snore MercHant 


[CONTINUED FROM PAGE 49] 


know, if you hope to make money. Well, I’ll tell you. 
Men buy 1.9 pair a year, while women buy 3.76 pair a 
year. What that is in pairs for Fretton, I don’t know, 


and remember that our women do not buy the average. 
Big city stores run higher averages than we do.” 


HILE BILLY was painfully ignorant, he was 
quick to learn. He noted the figures, and in a 
moment announced the result. “That’s about 75,000 pair 
for men and 145,000 pair for women—in a year. I’m 
not so bad then. I’ve only bought 3000 altogether.” 
“There are other stores in town, don’t forget that. 
And they’ll still continue selling shoes. Now when you 
know that some of the chains get a six time turnover, 
you might hope to get a three time—don’t you think?” 
Billy nodded. 
“Then a full stock for Fretton, at the best figures, is 
only a third of your totals.” 
“T see,” Billy murmured. 
men’s and 45,000 of women’s.” 


“That’s 25,000 pair of 


“Yes, to be divided in the three big classes of buyers, 
I heard a college professor who spoke before the Frettop 
Chamber of Commerce divide all retail trade into three 
groups, which he called market-plus ; that’s my class of 
trade—; market—that’s your class of trade; and market. 
minus—that’s the lower Washington Street trade. He 
said 60 per cent make up the average trade—the market 
class; 10 per cent the market-plus, and 30 per cent the 
market-minus. Of course, some people ‘buy up’ or 
‘buy down’ from time to time. Now, Billy, what would 
that leave in your own class of trade? That is, what is 
60 per cent of the full stock of shoes for the market 
class trade in Fretton?” 


‘‘T ET’S see,” Billy was intensely interested. “That's 
60 per cent of 25,000 and 45,000... hm... 
15,000 pairs for men and 27,000 pairs for women. That's 
quite a lot.” 
“It would be,” Parker spoke sadly, “if they all bought 
in Fretton. But we lose a tremendous lot of business in 
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Hartford and Boston and New York. Of course, we 
pick up a little in the small places nearby, but not enough 
to make much difference. Then the mail-order houses 
sell shoes here.” 

“Gee, I never thought of that,” Billy gasped. 

“Now, suppose you cut your figures by a third—to 
allow for trade lost out of town, and to allow for the 
smaller per capita sale of shoes in Freffén to the average. 
This is only hasty figuring for you, Billy, but near 
enough for your immediate purpose. What’s the figure 
now?” 

Ten thousand pairs of men’s and about nineteen 
thousand for women.” 

“Now, how many shoe stores, and other stores that 
sll shoes—in your price range—are there in Fretton?” 

“What do you mean by other stores ?” 

“Don’t be silly,” Parker spoke sharply to him. ‘The 
three big general stores sell shoes. The Penney chain 
sore people sell shoes. Several specialty stores sell a 
few shoes—they hit me principally though. Even some 
of the shoe shine places carry a sample line. Two young 
fellows make a bare living by selling shoes from house 
tohouse. The drug stores don’t sell ’em yet, but prac- 
tically everybody else seems to think that shoes are a 
nice side line. But apart from them, you have about thirty 
direct competitors—so, assuming trade is equally split 
up—what’s your stock average?” 

After a little worried figuring, Billy answered, ‘““That’s 


only 333 pairs of men’s and 633 pairs of women’s.” 

“Am about right in my estimation? Although, with 
the quick change in women’s styles, I should advocate 
smaller and quicker turnover there.” 


‘*7 T means then,” said Billy sadly, “that I’ve bought a 

year’s stock right away. I ought to have figured it 
out as I went along. But when I visited the sales rooms, 
the salesmen agreed that I should have a full range of 
widths and sizes.” 

“They would,” commented Parker dryly. 

“Oh, well, I’ll simply have to lay off buying until my 
stock is down to where it should be.” 

“Unfortunately you can’t do that. You'll find that 
you'll have to take a big licking on mark-downs—and 
keep on buying if you are to offer what the public wants. 
Now, run along Billy. I have to see this man who just 
came in.” 

Billy left with a cold, uncomfortable feeling that things 
were not well with him. Back in his own store at 264 
Mill Street, Billy forgot everything else, except getting 
ready for his “Grand Opening,” then only two days 
away. 

The workmen had finished inside the store and by 
night would have completed the decorations in the front. 
A team had stopped at the store and Billy saw four 
more cases being unloaded. He dashed up in time to 
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have them transferred to Parker’s shed—much to Cap- 
tain Jack’s relief. 

“Me boy, I’ glad to see ’em go, but I'll bet you that 
what we'll be asked for will be in those there cases.” 


AY interruption occurred then, as Seymore Jones, the 
advertising solicitor of the Fretton Courier entered. 
He stepped daintly between the scattered pile of shoes 
and the disarranged chairs. 

“Got that copy ready, old timer?” He put his arm 
‘round Billy’s shoulder. Billy had been a freshman at 
high school when Seymore Jones was a senior. “Got 
to have the copy right away if it’s to be in tomorrow’s 
paper. And you must get in the Friday paper, old timer. 

Billy looked at his watch—nearly five o’clock! “Can 
you give me another hour?” he asked anxiously. 

Jones nodded. “O. K. I'll be back then. Can't help 
you, I suppose?” 

Billy shook his head, without really comprehending 
what was said. He was again planning his big opening 
advertisement. 

Just as he began to work he heard a crash. He 
jumped up excitedly to see a workman’s ladder break 
through one of the new plate glass windows. 

Billy felt like crying. Everything seemed to be going 


wrong. And he realized, for the first time perhaps, that 


while he had friends, he had to depend on himsel!, ang 
himself alone to manage his own affairs. A sense 9; 
overwhelming responsibility swept over him. Then fe 
pressed his lip and straightened his shoulders. 

“I’m awfully sorry boss—but it wasn’t my fault, 
That young guy of yourn come a runnin’ in and yy 
bumped and the ladder slipped—.” 


AY, you big bum, you’re wet an’ you know it. | 
never touched you. Don’t you try hanging any. 
thing on me,” Joe Rowe flared up indignantly. 
“Too damn bad, me boy,” Captain Jacks approache) 
“Spoil the looks o’ things for the opening. 
the insurance company will take care of it.” He looked 
contemplatingly at the shattered glass. “I guess it'll sy 
the insurance people back a couple of hundred dollars,” 
“T suppose so,” Billy said dully. He hadn’t the cour- 
age to tell the old chap that he had forgotten t\) cover 
himself with plate glass insurance—and Martin Bloom 
of the Fretton Real Estate Company had bee: after 
him about it too. 

Then he thought of his advertisement—that 
advertisement was how the thought about it ran. He 
looked at his heading. “Grand Opening Sale’’—sounded 
trite. “Tripe,” he muttered and tore up the paper. 


With his mind confused with the mass of per 
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T 631. Brownbilt PAT- 
ENT Herma center-buckle 
Strap, 134 inch. covered wood 
Baby Louis heel, imitation turn, 
Chummy last: Sizes AA 4 to 8, A 
3% to 8, B3.to 8, C2¥% to 8. In stock. 
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that surrounded him, he strove to write his advertise- 
ment, and finally produced the following. 
A New SxHoe Store FoR THE WHOLE FAMILY 
—A New Standard of Shoe Service. 
WILLIAM Rocers, 
264 Mitt Sr. 
Opening Saturday next—September 14. 


Accept our invitation to inspect the largest 
and snappiest shoe stock in Fretton. 


No foot is too big or too little to fit. 
Free—an aluminum shoe horn to every adult 


visitor—whether you buy or not. 
This was as far as he got before Seymore Jones re- 
turned. “Got that copy ready, old timer? Just got to 
have it, we go to press in half an hour.” 


HEN a rush was made. With the help of Seymore 
Jones and Captain Jacks, a number of prices were 
quoted. “Pitty you haven’t some cuts,” said Jones. 

“T have,” Billy jumped up as he remembered the vari- 
ous electrotypes that had been sent to him. But alas, 
the electrotypes were not for shoes he had advertised. 
A last minute switch enabled the use of four cuts and 
Jones cashed off with what he bitterly called, “A 
scrambled egg of an ad.” 

“Next week I'll be in time,” Billy growled to the 
Captain. 

“Me boy, that’s what I said to myself every week for 


thirty-five years—but I never did it. And at that, I 
was not much worse off than the average run of shoe- 
men, I fancy.” 

The eventful morning arrived. Last-minute efforts 
were being made by Joe Rowe in retrimming the window 
that had the broken glass. The beauty of the store front 
was marred by the paper-patched pane. 

“Tf we’d been running some time, I could have made 
a good window from what I seen once,” Joe Row said. 
“I'd a put a brick in the window and said, ‘Who 
chucked that brick and knocked down our prices?’ ”’ 

“But we’re just opening—so forget it,’ snapped Billy. 

In spite of the broken window and the handicaps that 
they had been under, the store looked neat and attractive. 
Billy’s hopes rose—things were not so bad after all. 
Then he saw the big, half-page advertisement of ‘‘More- 
land’s—Shoes for All the Family.” Prices were cut— 
cut away below anything Billy was advertising. He felt 
somehow as though his competitors might have laid off 

He wondered what effect it would 
Advertising took on a new signifi- 


on his opening day. 
have on his trade. 
cance to him. 


E walked out of his store to see what competitors 
nearby were showing. The chain stores apparently 
took no notice of his opening. 
and styles compared favorably. 


By and large, his prices 
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T 353. Brownbilt 
BROWN SUEDE center- 
buckle Strap, BROWN Cal- 
cutta Lizard trim, 2%4 inch covered 
wood Spike heel, imitation turn, May- 
fair last. $3.35. 


T 352. BLACK SUEDE with BLACK 
Longtail Lizard trim. $3.15. Sizes for 
both A3%-to 8,B3 to8, C2%to 
8. In stock. 
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When he got back he was amazed to see three cases 
on the sidewalk. More shoes were being delivered, and 
his help had forgotten to tell the driver to leave them at 
Parker’s shed! A few early visitors were in the store. 


hone the expressman to move the cases—and all that 

time they blocked the entrance to the store; every cus- 
tomer had to wglk around them to get in. 

In the meantime, he was thrilled to receive a handsome 


P ae was an hour before Billy had an opportunity to tele- 
Pp: 


basket of flowers from old Parker with “Good Luck” on 
the label. 

Then Captain Jacks said, “Me boy, them shoe horns 
are in one of those cases. I’ve just thought of it!” 

But the case was on the way, so Joe Rowe was sent 
to open it in the shed and bring back what he could ' 
Early customers were promised a shoe horn and their 
names and addresses were taken—except in some cases 
where they felt it was a trick to get their names, and 
left the store indignant. 


vwVv 
SELLING IN LONDON 


OTES by George Gayon, abroad: Women are 
used almost exclusively as sales persons in the 
stores selling women’s shoes. One reason advanced was, 
women prefer to have one of their own sex serve them. 
Another reason and more logical is an economic one of 


lower wage scale for women than men. 
* * * 


A number of Paris designers have large establishments 
in London. Raoul boasts of a beautiful shop on Regent 
Street while Helsterns has invaded New Bond Street. 
Galleries Lafayette of Paris have a beautiful store in 
modernistic treatment featuring an attractive shoe de- 
partment. 


Clearing sales are handled differently from the events 
conducted in America. Some of the best stores will 
pile two hundred pairs of shoes in the window ofa 
vintage that dates back further than some of the rare 
wines found opposite high prices on the wine list. (A 
printed list for selecting what was referred to in America 
as intoxicants.) On each shoe is marked the price, its 
size and what it was originally priced at. No attempt is 
made to build attractiveness around the display. 

* * * 

One of Carr’s best stores in Oxford Circus is man- 
aged by a lady. It occupies what would be a hundred 
per cent location in the United States. 
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This Brownbitt fine for 

women, part of which you 

have just reviewed, is in every respect IN 
TUNE with these teeming times. 


Today you do business in a world of speed, 
of activity, of constant change. The fast pace of- 
fers wonderful opportunities for profit to those 
who can keep apace and avoid the hazards. 


In price, in style, in quality, this Brownbitt 
line is made to appeal to the GREAT MASS 


» 


of Feminine Style Seekers. (Remember it is a mass market 
today.) It is a fast style line, the newest style fancies con- 
stantly coming through ON TIME. It is carried in stock for 


instant shipment. The wholesale price allows a splendid mark-up at 
$5.00 retail. » » You will enhance your profits and minimize your hazards 
by depending on this line entirely for your $5.00 retailers. 


Order today or ask to have a salesman call on you. Ask for our ‘new 
catalog No. 65. 
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Only Best Leathers Used 
im These Shoes for Men 


F roo toe to heel, inside and out, the Burns Shoe is made of 
positively the best materials obtainable, found from years of 
experience to be best suited for each particular part. 


These are our leather specifications, rigidly adhered to 
throughout production: 


Outsoles: First quality bends. 
Innersoles: No. 1 grain. 
Upper leathers: All first quality calfskin. 


Our factory contains every modern detail of labor-saving 
and cost-saving equipment, handled by men who have spent 
years in making good shoes. 

Particular attention is paid to careful finish and the finer 
details of construction. The carefully selected and mod- 
ernly designed Burns styles are built on ankle fitting lasts. 

You need only to see our complete range of dress and busi- 
ness shoes to appreciate that the Burns Shoe is the one line 
you can afford to feature and pass on to your trade as a high 
grade shoe at a moderate price. 


Correspondence invited. Our salesman in 
your territory will be glad to show you. 


THE J. R. BURNS SHOE Co. 
ENDICOTT, N. Y. 
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Foot Saver claims that shoes ‘ 
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Foot Saver 


| THE JULIAN & KOKENGE COMPANY, 420 East 4th Street, Cincinnati, O!i0 


- 
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es} should have both 


Style and Comfort... 
and Success has proven us right! 


Year after year, throughout the country, the shops that are 
featuring Foot Savers send in reports of steadily increasing 
sales. “... hundreds of pairs more than in 1928,” says a dealer 
in a town of 20,000. “...increase our orders }4 on all styles,” 


writes another Foot Saver store. 


There are two factors behind this amazing success. Both are 
of prime importance—both have been under constant sur- 
veillance throughout the history of our business — neither 
has been allowed to slump for a single instant. 


Foot Saver style has always been the result of a perpetual 
contact with the mode—a constant discerning selection of all 


that is best in the season’s offerings. 


Foot Saver comfort is inherent in the patented, inbuilt con- 
struction — solely Foot Saver’s —conclusively proven as the 
footwear world’s most effective feature for the relief of foot 
discomforts. Every Foot Saver contains it— every Foot Saver 


supplies perfect comfort and support. 
ww w ww w 


This twin argument seems a powerful one judging by the re- 
sponse of American women. Wouldn’t you do well to inves- 


tigate Foot Saver Shoes? 





Shoes... 


Men’s Foot Saver Shoes made by Commonwealth Shoe & Leather Co., Whitman, Mass., and Slater Shoe Co., Ltd., Montreal, Can. 
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NIFORM and thorough sole 

satisfaction can be assured 
to the wearer only by that ma- 
terial which has been proved 
supreme by the test of time. 
Soles must have pliancy, resist- 
ance to wear, and immunity to 
climatic conditions in just the 
right proportions. Only leather 
has this perfect balance of nec- 
essary properties. 


And the safest leather is 
COMPANY LEATHER. 


ang vs = 


THE UNITED STATES LEATHER SELLING COR PORATION 
New York Boston Chicago Cincinnati St. Louis Richmond 


McAdoo & Allen, Philadelphia L. H. Nelson, San Franciseo 
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Satisfy the Foot as well as the Customer 





i]ES ... that’s exactly 


i what I want. Even 








though they are a 





half size smaller, this partic- 
ular style may be real com- 
fortable.” 


**Let’s slip them on, madam. Now, 
bear your weight, please, and step 
rather solidly. How do they 


feel?” 


“Well, this one seems a lit- 
tle too snug. But perhaps it’s 


imagination because they are 


“Nearly every- 
one’s feet vary, 
madam. Appar- 
ently your left 


foot is a trifle smaller. Our 
REPCO stretcher, however, 
) will ease that shoe in such a 
way that it will never cause 


you discomfort.” 


@ Just how frequently this situation 
arises is best known by the salesman 
himself. His careful fitting 
gains and holds desirable 


orderly equip- 


ment of stretch- 








ers is necessary 


— in all sizes. 


REPCO STRETCHERS 


The wood is fully seasoned rock maple 

and the blocks are conneéted by a strong 

steel hinge. The action is easy, accurate 

and dependable, through a simple mech- 

anism—toggle joint and slow adtion 
thread screw. 


<{oe 


For Sale by Shoe Findings “Dealers 


United Shoe Machinery Corporation, Boston 


San Francisco “Branch: 859 Mission Street 


J. K. Krieg Company, 39 Warren Street, New York City 


ors eneeet 
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BROWN 
WATERSNAKE 


No. 703 
IN STOCK for IMMEDIATE DELIVERY 





Used by manufacturers and retailers who know 
—for these snakes are tanned by a specialist 


who has made snake tanning his life work. 


Sole Distributor 


SAMUEL SHAPIRO 


Spruce and William Sts. 
New York City 
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OU wouldn’t offer 
a fine shoe to a cus- 
tomer without laces. 


Why then compromise with quality? Why 
not equip those fine shoes with fine laces? 


Good shoes deserve good laces to sustain 
their reputation. A shoe lace that snaps, 
frays or becomes tipless after short service 
can ruin the regard the customer has for 
you and the footwear. 


Our complete line of glazed, soft finished 
and mercerized laces will win the good-will 
of your customer. Matson Fabric Tips lend 
added distinction to both shoe and lace. 


SHOE LAcE Company, LI. 
610 MANTON AVENUE PROVIDENCE, R. I. 


Selling Agents 
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N OTE the unusual features of 
this new Hill Bros. style — the 
things which will appeal to the up- 
to-date young men who buy shoes 
often. 


Compare the quality with other 
shoes in this grade. Observe the 
smart use of Scotch grain in vamp 
and foxing—the tricky buckled 
strap. These are good talking 
points—but smart appearance and 
price—which by the way is five 
dollars at retail—will do most of 
your selling for you. 


Remember—tThe shoe itself is your 
point of contact with your cus- 
tomer. 


Forty-five numbers in stock to 
retail at $5. 


fe olin Bros.CO. 
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spoTPpRuF SPAT. 


Rub them 
Clean! 











Sparton Spats 
Tans and Grays 
$18.00 


A Big Selling Feature per Doren 


The man.in the street now wears spats. 


These spot proof spats are twice as easy to sell as other spats but 


a L cost practically the same. 
Specialists Let this special feature build great goodwill for your store. 


for Sparton Spats are cleaned as easily as hands are washed. 


19 Years CHAS. F. CLARK, Inc. 


1403-1411 W. Congress St. Chicago 


7912 
Solid 
Opera 





7 


Cc. P. FORD & CO., Ine. 
Rochester, N. Y. 





SPECIALIZATION 

A method for successfully meeting a growing compe- 
tition is thru specialization. We irivite your attention 
to the fitness of the FORD line—because of its high 
standard of quality and because of Archetype. 
The Archetype shoe with its new features in construction 
and with its wonderful fitting. qualities and beauty— 
typical of all FORD footwear—makes the line of par- 
ticular interest to high grade retailers. 

Let us tell you more about Archetype. 


C. P. FORD & CO., INC. 


ROCHESTER, N. Y. 
Detroit Office: Burns-Gray Bldg.—Ray Wegman. 
Chicago Office: 1815 Republic Bldg.—Ray McCarthy 
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S SLIPPER STYLES with REAL SELLING APPEAL 


Truly — Wonderful Leather Slipper Values 


Featuring—WOOD HEELS, PADDED SOLES and SHEEPSKINS 


Milwaukee 


SLIPPERS OF MERIT 


Standardized Quality—Built on Merit—Sold on Merit 


Get the Real Facts——Our Special Slipper Sales Plan and House Cooperation will make 
“KOZY KOMFORTS” LEATHER SLIPPERS you're featured Slipper Lines; with styles to 
your own requirements; that will create those Extra Sales with real trade satisfaction; Repeats and 


STEADY SLIPPER PROFITS ASSURED. 


Our Rapid Growth is the best testimonial for “Kozy Komforts”— 


True Dollar for Dollar Values to you, the Retailers, in our Quality Slippers has placed “KOZY 
KOMFORTS:?” into the Foremost Lines in the Field of LEATHER SLIPPER MERCHANDIS- 
ING. We are Pioneers in this field, and our Slipper Plans and Service Cooperation will make Kozy 
Komforts a WINNER FOR YOUR STORE. 


Don’t Wait !!) Write and Get Facts Immediately— 


Speedy IN STOCK SERVICE is so essential in Slipper Merchandising. 
We Carry Complete Lines IN STOCK for Men, Women and Children 


Let Us Help You 
Sell More Slippers 


es : 
1912—Men's Patent | Leather SLIPPERS OF MERIT 
lid Counter, verla mme 
+ nl meng oy y §$-28983—Women's Colored Kid 
Pumps, 8/8 Covered Heels, Moire 


Proven “Slipper Profit Makers’’ Linings, Rosette Trims. 


LEATHER SLIPPERS: Wood Heels, 
Padded Soles and Woolskins. A Slip- 
per Style for Every Demand. 
QUALITY at Prices that make inter- 
esting volume and profits. Featuring 
Solid Counters and Overlay styles. 





All Styles in Stock. 


Salesmen on territory. Write for Catalogue. 


Standardizing on “KOZY KOM- 
FORTS” is an assured step towards 
. ‘ greater Slipper Sales. There is no 
1806. Men's Tan-Black Side other slipper that offers You such 

verette Felt Lined, Chrome sans . 3—Women's COL o 
(utsole. Popular Priced Volume completeness, such _ selectivity, in 5 ety 4 af 2+ 
— QUALITY Style and Character at volume producer, All colors IN 
: . ° STOCK: Moire Linings, Suede 

Our Exceptional Prices. Outsoles. 
aan We specialize in 

Write for complet t ue 
f plete catalog Woolskin Slippers 


eo 
~uume Kozy Komfort Shoe Mfg.Co, »- ». 
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ELONGATED SLOT 
PERMITS SLIDING 
ACTION 





SPLIT RIVET 
LOCKING SHANK 
TO INSOLE 
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ResILiENCY is as vital to the shank of the shoe as it 

is to the suspension bridge. To withstand the weight and severe 
strain, the Crawford Arch Supporting Shank — like the suspen- 
sion bridge — is constructed so that it will move up and down 
as weight is applied and removed. 
The Crawford Arch Supporting Shank embodies the combina- 
tion of rigidity and flexibility. It is a resilient steel brace built 
into the shoe. A truss, riveted to the under side of the shank, 
keeps it in its original curved shape. One end of the shank is 
slotted and fitted around a split rivet, so that it will slide back 
and forth as the weight of the body is applied and removed from 
the foot, yielding just enough, under pressure, to accommodate the 
natural flattening of the arch. When the foot is raised, it springs 
back into its original position. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 





a 
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A NEW ADVERTISING SLANT] | 


THAT VISUALIZES THE AMAZING 
ACTION-COMFORT OF ARCH PRESERVER SHOES 


A NEW DYNAMIC SALES IDEA 


that says in effect: ‘‘Because your feet don’t 
actually hurt you in ordinary shoes, you may 
think that your shoes are comfortable. But 
that is not the Arch Preserver idea of comfort. 
Arch Preserver Shoes provide the action-com- 
fort that finds its expression in greater effec- 
tiveness of body and mind. You need it to 
maintain today’s swift pace.”’ 


A NEW BIGGER MARKET 


This new dynamic appeal is creating a wider 
market; it is proving to millions that the Arch 
Preserver Shoe is the CORRECT shoe, not 
merely a CORRECTIVE shoe. It reaches 
ALL feet with the message of foot freedom. 


A NEW PROFIT PLAN 


National advertising; modern, approved meth- 
ods for localizing it; a new degree of coopera- 
tion between manufacturer and dealer... all 
these will mean increased business and profits 
= consistent, permanent growth for mer- 
chants. 


The newsales plan iseven morecompletethan ff 


the characteristically complete -Arch Pre- . 
server Shoe campaigns of the past. - . 


Write or wire for full particulars. 


E. T. WRIGHT & CO., INC. | 
Rockland, Mass. 


Also makers of the JUST-WRIGHT 
Shoe—35 styles in stock. 





Pes 
CG SHOE — 


FOR MEN 


Style No. 227 
Black or Brown Style No. 325 
Oxford Black Calf Oxford 
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n the Lap of Fasnion 
fora Good Long Stay! 


Send for 


“THE VOGUE 
OF REPTILE 
LEATHE R” 


How Reptile Leathers came 
to Fashion— How they domi- 
nate the Vogue today. Pro- 
fusely illustrated with Reptile 
Leather items from the 
World’s Smartest Shops. The 
views of Fashion Authori- 
ties. Free! Ask for copy. 


Shoe in 


“ALPINA genuine Blue Watersnake 
by I. Miller ; 
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44 EAST 32nd STREET 


BOUT 3 years ago Alpina Reptile Leathers came 

—they were seen—they were wanted—and they 

are still the admiration of everyone! Genuine 

Alpina brought a touch of newness and novelty to 

shoe leathers—a ray of cheerfulness and beauty 
where sameness seemed to predominate. 

All the evidence shows that this Fall, genuine 
Alpina will be featured bigger than ever in smart 
shops from coast-to-coast. And more and more, 
for their own protection, these shops are insist- 
ing upon genuine Alpina—the original reptile 
leather—that is tanned in Switzerland by an ex- 
clusive process —and the quality of which is 
beyond question. 

Finding a needle in a haystack is easy compared 
to finding a worthwhile shoe buyer who today 
does not recognize the superiority of ‘Alpina 
Reptile Leathers! , 


Ask us what’s new for Fall! 


F. HECHT & COMPANY, Ine. 


(World’s largest distributors of novelty 
leathers and Alpina genuine reptile skins) 


NEW YORK CITY 


Apia 


senuine 





lt Might Be _ 


here 
or here - 


oY, 


/ 





here 


or here 


aa 


“here 
or here 
or here 


How can any stock shoe correct a 
multitude of individual footaches! 


Although most feet are alike in the 
one respect that they have sore 
spots, you know that they differ 
widely in the nature and location 
of those sore spots. For an arch 
support to be of any help to the 
foot it must provide exactly the 
right elevation in just the right 
spot. So why try to meet this con- 
dition with a shoe or with any non- 
adjustable support built to arbitrary 
measurements? It can’t be done! 
But though the mountain won’t 
come to Mahomet, Mahomet can 
go to the mountain — via the Dr. 
Scholl route. Dr. Scholl’s Cor- 
rective Foot Appliances can be 
adjusted exactly to the require- 


A nominal investment provides a 
sufficient stock of supports and an 
arch fitter for their adjustment. 
Write us for complete data’ on 
practical foot correction. 


ments of the individual foot— 
and your salespeople can do 
this in a moment with the aid 
of Dr. Scholl’s Arch Fitter. 
Our Educational Department 
will teach them this gratis. 
Another point of impor- 
tance — these appliances stay 

















With this Arch Fitter Dr. Scholl’s Corrective 
Foot Appliances may be adjusted in a t 
for an exact fit or to increase the elevation as 
the condition of the foot improves. 





Dr Scholls 


adjusted until improvement war. 
rants readjusting them for higher 
elevation. Where leather, felt, 
rubber, etc., pack down and be 
come hard and lumpy, these sani- 
tary metal appliances retain their 
practical resilience. Besides insur. 
ing increased volume and satisfac- 
tion, they provide a means of bring- 
ing the customers into the store 
several times between purchases 
—a pleasant contact that defeats 
competition. 

THE SCHOLL MEG. CO., Inc. 


Largest Makers of Foot Appliances in the World 
213 West Schiller Street, Chicago 
62 W. 14th St., New York 
112 Adelaide St., East, Toronto 
Granville Square, London 
Branches in the leading cities of the world 


The 100,000,000 circulation of 
Dr. Scholl’s national advertising 
includes most people in yourtow® 
We are the world’s largest adver 
tisers in the shoe trade. 


Corrective Foot Appliances 


Can be adjusted and readjusted in a moment 
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Do You Sell Quality Shoes? 














This is the home of Lion Brand 
Shoes. 


The largest shoe factory under 
one roof in America. 


Quality Did It! 


- NORTHWESTERN a ee | MAKERS OF - 
DEPARTMENT - THE FAMOUS 
RADDOCK LION BRAND 
TERRY ui EVERY DAY 
COMPANY SHOES 


IMMEDIATE STOCK SERVICE FROM 


Milwaukee, Wis. Craddock-Terry Company 
Lynchburg, Virginia McIntosh Company Ss 
Baltimore, Maryland Zion’s Co-op. Merc. Inst. City, Utah 
Craddock-Terry Company San Francisco, Calif. 


Carried under private trade names by: 
St. Louis, Missouri J. P. Dunn Shoe & Leather Co. ................ Denver, Colorado 
Touslibunn, Virginia The AlmowerGh Dhee Gee oi vic. wes cciccccsccccces Toled edo, Ohio 
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THE 


Q 
Q 

$ MODERN 
) rs actie 


REGIE U S.PaT. OFF : 


seb eay " oe 
Send for the New Agency Plan 


Make More Sales 
No. 19-3 Qn Your Fall 
Merchandising 


M 
0 
0 
Q 
Q 
Q 
Q 
Q 
0 
0 
Q 
0 
Q 
0 
0 
Q The modern Prophylactic Shoe is 
y Spanish brown Calf, Lozelle trim, 14/8 wood ideal merchandise—smart, fits per- 
heel. Widths AA to C. In stock Auburn 

y) only. veo fectly, carefully and expertly made piack ruby Kid, 14/8 leather heel. Wit! 
”) on Co-ordinated Lasts and Patterns bh baw ee 
”) with materials a full grade higher 
y) than any other line in its price- 

range. It provides a graceful heel, 

sturdy arch-support, shapely cot- 

tage-shank construction and that 

flexibility of forepart which is the 
0 superb selling feature of Turn shoes 
? alone. The new Prophylactic Shoe 
Q sais Oe On. eee en Oe Agency Plan will show you new 
y 4 fo D. In’ stock at Auburn and &t, ways to make your Fall Merchan- 
”) — dising more effective in new cus- 
Q tomers—satisfied customers—repeat Patent, 14/8 leather heel. In stock 
M 
Q 
Q 
0 
Q 
Q 
0 
Q 
Q 
0 
Q 
Q 
0 
0 
M 
0 
0 
M 
Q 
M 


D at Auburn; AA to D at St. Louis. $ 


sales! Write for it. No. 193 Same in Black Ruby Kid, 
In stock at Auburn and St. Louis 


IN-STOCK 
and RAPID SERVICE 
MAKE-UP ORDERS 


Over a period of 10 years A-W In- 

stock Service from Auburn and 

Black Ruby Kid, 14/8 leather heel, rubber St. Louis has maintained an aver- 
toplift. Widths A age of 96% of orders compietely 


to D. In stock at 
Auburn only. $3.85 


filled within 12 hours of receipt. 
No. 187-3 Same in Spanish Brown Kid. $4.35 — A-W Rapid Service Make-Up 

In stock at Auburn and St. -Louis. rn ~~ are ade po in A a i, Bate its. 13/8 leather hee! 
; 7 ry on a 12-day schedule. ime toplift. Yidths A to D. In, 
NO ack oF ee tS ae => saved adds to dealer-profits! Auburn and St, Louis. 

Widths AA to D. In stock at St. Louis No. 192-1 Same in Patent. 

only. $3.85 In stock at Auburn and St. Louis 


Prophylactics Will Bring Extra.and Permanent Business: and Good-Will to Your Store 


AULT-WILLIAMSON SHOE Co. 


Turn Shoe Specialists 
Auburn, Me. (Factory) —— 


SDD OOOO DOOOODD] OQ*“PDSnrS 
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—adds distinction to the 


best lines of men’s and women’s footwear 


JETTA CALF, as a special tannage, was intended to serve, and is serving, 
in the advancement of many of the best lines of footwear, adding to their 
desirability and salability. 


This factor makes sales all the easier in the shoe stores. 


The inherent quality and refinement of JETTA CALF are noted by the con- 
sumer in the wearing of the shoes, thus making repeat business for your 
store all the more assured. 


JETTA CALF has a lustre finish, a fine flat grain, with tight break, and a 
mellowness—all of which combines style with comfort—apparent in the 
wearing of the shoes longer than is the case where shoes are made of 
leather of ordinary tannage. 


JETTA CALF is the finest of black calf, either foreign or domestic. 


Ask your manufacturer’s salesmen to point out to you their samples made 
of this unusual tannage. 


Swatches will be sent on request. 


OHIO LEATHER 


GIRARD=OH!O 
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Announcing :~ 
the 


Elwill 
Shoe Co., Inc. 


J. J. Lattemann Shoe Mfg. Co., Inc. 


Officers 
Justus J. Lattemann, President 
Elliott T. Williams, Vice-Pres. 
John J. Lattemann, Treasurer 


Henry W. Lattemann, Secretary 
George D. Fish, ~Asst. Treas. 


ow 


In order to better serve the 
wishes of the trade the Elwill 
Shoe Mfg. Co. will have as 
their definite policy the man- 
ufacture of a high style line 
of quality welts and turns. 
Your inspection of the new fall 
line is cordially invited. 


cos 


Elwill Shoe Co., Inc. 


74 St. Edwards St. Brooklyn, N. Y. 


734 Marbridge Bldg. New York 








Install a Silent Salesman Outside 
Show Case and You Too 
Will Profit— 








Case 
No. 542 


“The Silent Salesman case you sent us 
is certainly satisfactory and has more 
than paid its original cost by the num- 
ber of customers it has drawn into our 
store,” writes I. Davis, Frankfort, 
Kentucky merchant. Mr. Davis 
echoes the experience of hundreds of 
retailers who have placed Silent Sales- 
man display cases outside their doors 
to attract passersby. You, too, can 
increase your business with a Silent 
Salesman. 


Write TODAY for further information. 


REG. U. S. PAT. OFFICE 


DISPLAY CASES 


Detroit Show Case Co. 
1670 W. Fort St., Detroit, Mich. 
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No. 1600 


ManuFACcCTURERS have 

selected this smart striped 

eyelet to give added dis- 

tinction to their black and 
_ white sport models. 





MOND BRAND Visible FAST COLOR EYELETS 


BUILT-IN QUALITY 





Quality in footwear is not superficial 

. it is inbred and starts with quality 
materials. A good box toe is of the ut 
most importance. Your customers wvill 
appreciate the smart toe style and the 
perfect toe comfort that Celastic Box 
Toes make possible . . . Beneath the 
exterior smartness of the well made 
shoe, Celastic —The Quality Box Toe 

will usually be found. 








United Shoe Machinery Corporation 


Boston, Massachusetts 








THE QUALITY 
BOX TOE 


U/C 





WALK-OVER 
STYLES 





With the football season almost upon the horizon “Spectator 
Sports” will have the call. Welt shoes with leather heel— 
of Genuine Alligator—or Ooze with leather trim that is 
pinked and perforated, or the apron tongue step-in 
of Ooze and Calfskin will lead the style parade 
to the Stadium . . . . . .- . 


WALK-OVER IS THE FOREMOST DESIGNER AND MAKER 
OF WOMEN’S WELT SHOES IN THE WORLD 


GEO. E. KEITH COMPANY 


Compello, Brockton, Massachusetts 
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OT for our cave-dwelling an- 

cestor was the nerve strain 

that comes with pounding on hard 

pavements and floors—not for 

him the weariness of nerve ex- 

haustion that sleep seems unable 
to remedy. 

He walked as nature intended 
man to walk—with soft sand and 
springy turf underfoot to protect 
the delicate nerve system from 


shock. 


Yourcustomers know the facts of 





ci 


Then —Soft Turf Cushioned the Steps 
Today—Spring-Step Protects the Nerve: 


nerve exhaustion from pavement 
pounding. 

They are eager to get adequate 
cushioning for their feet when 
they buy shoes. 

“U. S.” Spring-Step Rubber 
Heels are known to them for their 
springy cushion—their excep- 
tional rubber which maintains its 
resiliency. 

The “UV. S.” Trade Mark is their 
assurance of quality in all rubber- 
wear for the feet. 


In 
schor 
Will 


Lk 
orde 
medi 
Scot 
comt 
with 


Al 
desis 
day 











Rubber Heels 


Made by the makers of “Keds” and “Gaytees” 


United States @) Rubber Company 
1790 Broadway, New York City 
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334-B—Tan Calf and Tan Scotch Grain 
7334-B combination sport oxford, specially 
treated waterproof leather sole. 







7335-B—Black Calf and Black Scotch 
Grain combination same as _ No. 
7334-B 
Miss.—11%-2; B, C and D “a 
leather flanged heel. $2.9) 
Girls—2%-8; B, C and D widths, 8s 
leather flanged heel. $3.4 
















7338-B—Tan India Elk and Smoke Elk com- 
bination sport oxford, specially treated 


When Feet March Back to School Sedeedendie ac ote widths; 8/8 eather 


flanged heel. 





In the next few weeks the Youth of America again will turn steps 
school-ward, and their mothers will turn thoughts to new foot-wear. 
Will your shelves be ready with an ample supply to meet this demand? 








Look over these latest Hagerstown Welts and send in your early 
order. Some of the more popular Fall oxfords now in stock for im- 
mediate shipment, are: Style 7334-B, an attractive two-tone Calf and 
Scotch grain combination; No. 7338-B, a tan India Elk, charmingly 







W474, 
Si) 
fee | 


e™ 
: 
. 
















combined with Smoke Elk; No. 7332-B, a simple but attractive pattern 7329-B—Tan Elk Blucher Oxford, specially 
. ss : : ¥ i treated waterproof leather sole. 

with lizard trim; No. 7336-B, a tan Scotch grain with alligator trim. Miss.—11%-2; B, C and D widths; rubber 
heel. $2.60 

a Girls—2%-8; B, C d D widths; 8/8 bbe 

All the latest Hagerstown Goodyear Welts are well-styled, carefully heel. - woes $2.90 

designed, and thoughtfully priced for big profits to dealers. Write to- 7304-B—Black Blucher Oxford, specially treated 

t f leath le. 

day for Catalog B-8 of new Fall styles. Chds-8%-11; C and D widths; wedge rub- 

ber heel. $2.00 








Miss.—11%-2; B, C and D widths; rubber 
heel. $2.35 
Girls—3%-8, B width; 214-7, C width; 8/8 
rubber heel. $2.60 





‘SHOE (| & LEGGING COMPANY 






WELTS -STITCHDOWNS - MCKAYS - LEGGINGS 


Jfagerstown, Md. USA: 









7336-B—Tan Scotch Grain and Tan Alli- 
gator combination sport oxford, spe- 
cially treated waterproof leather sole, 
11/8 leather heel. 





7336-B 














7337-B—Black Scotch Grain and Black 
Calf combination, same as No. 7336-B. 
Girls—4-8, A width; 3%-8, B width; 
2%-8, C width. $3.46 7331-B—Patent Blucher Oxford, black lizard 
trim. 


7333-B—Black Calf 
lizard trim. 
rn B, C and D widths; rubber 
eel, $2.70 
ai 8, A width; 3%-8, B width; + 
C width; 11/8 rubber heel. $3.1 


7332-B—Tan Blucher Oxford, brown lizard 
trim. 











Blucher Oxford, black 

















7312-B—Tan Blucher Oxford, specially treated 
waterproof leather sole. 
Inf.—5-8; D width. $1.85 
Chds.—8%4-11; C and D widths. $2.10 
Miss.— 1134-2; B, C and D widths. $2.45 


7313-B—Light Smoke Elk Blucher Oxford. 
Inf—5-8; D width. $1.85 
Chds..—8-11; C and D widths. $2.10 








Q) 























7#0-B—Patent Chrome Blucher Oxford, 7302-B—Black Calf Blucher Oxford, \ 
specially treated flexible chrome specially treated flexible chrome N. 
waterproof sole. waterproof sole. ew 
Inf—5-8; D width; spring heel. Inf.—5-8; D width; spring heel. 
aie _— Catalog 
Chds—8%-11; C and D_ widths; Chds.—8%-11; C and D_ widths; 
wedge rubber heel. $2.10 wedge rubber heel. $2.10 B x 
Miss—1114-2; B, C and D widths; Miss.—11%-2; B, C and D widths, 
rubber heel. $2.45 rubber heel. $2.45 
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Black and Brown Suede and Lizard 


HIGH GRADE TURNS 


to Retail from $7.50 and up 
IN-STOCK for Immediate Delivery 


Immediate profits 
can be had by mer- 
chandising the two 
patterns illustrated. 


6050—-Biack Suede, Center Buckle, with Black ; 
Patent tip, Foaing and Heel; Modified toe, A Send your order at 6048—Black Imitation Lizard, Center Buckle, 
Buu) Hvanield steel. AN. 19. . 35 with Kaffor Kid Saddle and Strap; Modified 
605i—same in Krown Suede with Brown "itd | 
tip. ie. Yostns and Heel: Modified toe, 15/8 om once by te eg! am 
605d Kattor — a. me ol bam My 6049—Same “ Brown Imitation rar with 
tip, Foxing and Heel; Modified toe, 15, aby Brown Kid Saddle and Strap; Modified toe. 
6 OF _ letter. 


Spanish Heel, AA—D wane 
6053—P Patent with Kaffor Kid tip, Foxing and 14/8 Cuban Heel, AA—D............... $4.75 
yy , Maoaied toe, 15/8 Baby Spanish re} 


toe, 14/8 Cuban Heel, AA—D............ $4.75 














MNO 


: Zi fi ‘fe S~3 
sais ivi SS 


VMAS enh 


e 
~( 
e 
=/ 
°| 
A 
~ 
2) 
> 
~ 
2. 
= 
>, 
ie 

°) 
oy 
<4 
=< 
Ail 
S 


Shed rays of 
EXTRA 
PROFITS 
six days a 
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week 


HUMPTY- DUMPTY 


A name to play up with the children: 
Humpty Dumpty shoes, expertly designed 
and having real quality in material and man- 
ufacture, at moderate prices. Some good 
selling helps, too. Why not write us for 
more details and for samples. 


WILLITS SHOE CO 
AALIF AX, PA. 


Style No. 369—Patent Leather Blucher Stitch- 
step, ae Kid lace trim. Heel. 2% to 6. 
Price ... $1.35 


IN STOCK—Quick Delivery 
Maize Shoe Co., Mfrs., Rochester, N. Y. 





Salesmen: Here is a side line to solve your 
expense problems. Write for territories. 











ROTO OOOO LOOT OOOO) 





Boor aND SHOE RECORDER 
combining THm SHos Reralver, Aus 





‘To the Shoe Merchant 
who has a blind spot 


ANY shoe merchants, who watch style trends with a 
keen eye, who are good buyers and good judges of 
merchandise, often have a blind side. 

So much of their attention is focussed upon their mer- 
chandise that the vision necessary in the planning and 
equipping of their stores is often obscured. 

Merchandising today is every bit as important as modern 
merchandise. Modern stores play as leading a role as modern 
styles in building volume. Women especially are attracted to 
the store that has individuality and an atmosphere of quality. 
They prefer toshop where shopping is made pleasant and easy. 

If you have kept apace with the changes in shoe styles, 
but have lagged in the great change that has taken place in 
store equipment, you should interest yourself at once in 
what Grand Rapids Store Equipment has done for other 
shoe merchants. Whether your store is large or small, no 
matter where it is located Grand Rapids can show you the 
way to larger volume. 

The Grand Rapids Store Equipment Corporation, with 
nearly 30 years’ experience, with a large staff of skilled store 
planning engineers and with tremendous resources, is ready 
to serve you. The cost of modernizing your store is surpris- 
ingly low. 

Send today for complete literature and information.There 
is no obligation. 


GRAND RAPIDS STORE EQUIPMENT CORPORATION 


Executive Offices: Granp Rapips STORE EquipMENT CorPorATION, Grand Rapids, Michigan Factories: 
Grand Rapids, Gentlemen: Please send information and literature on your store planning service and equipment. Grand Rapids 


Mich, Z8 Portland, Ore. 
Branch offices and Name Baltimore 


representatives in i 
every territory pare si 

















City. 
STORE PLANNERS, DESIGNERS AND MANUFACTURERS OF FINE STORE EQUIPMENT 
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Sales Activities for 
SEPTEMBER 


September 3-7 


Show blues for men. They have had 
considerable publicity. The public has 
shown interest in them. They are 
dressy without being “wild’’ and are 
very appropriate for wear with blue 
or gray suits. Use show cards with 
copy to that effect. 

This is one of the weeks when your 
windows should be particularly well 


tives and take the utmost pains in 
arranging the trims. 

Advertise with both feet. Don’t let 
any of the public miss your ads and 
don’t let them see any that are the 
least bit slipshod in art treatment, 
composition or copy. 


September 9-14 


Now come parties galore. The new- 
est in party footwear is in order. 
Show it. Advertise it. A new season 
of sports brings new requirements in 
footwear for the occasion. Shoes for 
football and other seasonable games; 
also boots for hunting, fishing and 
hiking; should be bought at a shoe 
store because in these, as in any 
other shoes, fit is of paramount im- 
portance. Irrespective of the probable 
fmmediate volume you should feature 
these items as they will draw in new 
customers of a very desirable class. 

Plan a series of pictorial window 
Panels depicting scenes suggestive of 
the use of shoes for occasions. 


—— 





September 16-21 


The weather may or may not have 
inspired you to make a display of 
rubber goods before this. If not it 
would be well to do so about now, 
even though there may not be im- 
mediate need for them, in order to 
get your store associated with rubber 
goods in the mind of the passerby. 
Also have a rubber goods ad set up 
ready ,to run and held for insertion 
order; then, when the weather be- 
comes threatening, "phone the paper 
to run it. 

In keeping with a wise policy of 
planning displays well in advance, 
give some thought now to Hallowe’en 
decorations. Suitable material for this 
can be bought from the display houses 
at negligible cost. Something in the 
way of favors might be used as ¥ 
of the decorative scheme and ven 
= Pee souvenirs while the trim 

n. 


September 23-30 


Pu an educative display of eolor 
ies. Get some fall dresses and 


ry 

shops, and show with them shoes and 
hose the ht ¢o) to complete the 
ensemble. It would be well to include 
handbags, even if you don’t sell them. 
On a show card suggest that women 
customers bring in swatches of goods 
to be used in their new costumes to 
aid in the selection of the right colors 
in footwear. 


Work ead on aon for special 
window effects for Thanksgiving and 
Christmas. 





SHOE STOR 








dressed up. Use the best of decora-- 











NE of the big “tricks” in display, as in advertis- 
ing, is to make it easy for the public, after hay- 
ing once seen it, to remember and unerringly 

identify the house. 

E. B. Quilleash, shoe merchant at Sioux City, Iowa, 
is to be congratulated on his resourcefulness in accom- 
plishing this. As the word quill is incorporated in his 
surname, he uses a feather as the background of his 
nameplate, with a large initial “Q” looped around the 
quill. This large “Q” is used on the valances and also 
on the drapes in the interior. The interior drapes re- 
ferred to are used on wall panels above the shelving and 
give the effect of windows. 

The name plate is also used on the uniform shoe boxes 
which are of a brownish gray, harmonizng effectively 
with the color scheme of the interior fittings. It appears, 
too, on the paper and tape used for wrapping. 

Aside from this use of the name and the pains he has 
taken to keep his store distinctly different from others 
in appearance, Mr. Quilleash goes to further lengths to 
make people who call remember the Quilleash store. 
For example, he studies the convenience of customers to 
the extent of providing a small writing room for ladies. 
This is equipped with telephone and stationery. He also 
gives souvenirs, such as powder puffs in neat rubber 
pouches, to all lady customers and has some engaging 
little plaything for every child who comes in. 

In Sioux City it’s hard to forget Quilleash. 

Mr. Quilleash has found that a good many women buy 
their husbands’ hose and as a result has developed a 
good business in this particular line; their women’s hose 
business is developed on a volume scale; they carry 
always the new things in fancy heels, and are never out 
of the smart, plain hose in the medium and popular 
price numbers. 

The store is equipped with mahogany fixtures. The 
hose section is one of the newest, being of all glass units 
and is located just inside the entrance. 

The floor is of a tiled mosaic effect, and the coverings 
are large throw rugs in squares of black and orange 


effects. The seats are all done in heavy overstuffed 


velour. The retail credit office and wrapping division is 
all done in mahogany to match the rest of the store. 

The Juvenile division is very smartly equipped with 
cut-outs of pictufes of animals and birds that always 
appeal to the kiddies. 

The windows are very attractive, being of the long 
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FERVICE 


narrow effect and the lobby is all of mosiac tile 
effect, the lighting at night is very effective, as 
there are 3600 watts of electricity used in the 
windows. 


ovwve 


ETHICS ENFORCED 
IN THE DISPLAY 
FIELD 


A statement by J. L. Bradford, Secretary, 
National Display Equipment Association 


ITH the energy and determination that 

spells success, the National Display 
Equipment Association, has already begun to 
function and will presently be in a position to 
proceed with the educational plans which will 
constitute its chief activity. Never before has 
there been witnessed such a keen interest on 
the part of the various members of this indus- 
try to cooperate for constructive purposes. The 
association is now organized to carry on its 
work efficiently. 
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The display equipment manufacturers have come to 
realize that they constitute an industry of huge propor- 
tions and that the growth and development of the busi- 
ness has been hampered by lack of coordinated promo- 
tional effort. Window display advertising is recognized 
as one of the most powerful of retail selling media, and 
the soundness of the industry which produces the decora- 
tions, fixtures and accessories is necessary if the greatest 
amount of constructive good is to be accomplished. These 
efforts are to be directed not only to the good of the 
members of the industry themselves, but to the retailer or 
merchant, with whom finally rests the buying power for 
the display manufacturer’s products. 

It will be the policy of the association to accept as mem- 
bers, only those firms whose ethics and standing in the 
business world have been proven to be in accord with pres- 
ent day standards and ethics. 

[TURN TO PAGE 110, PLEASE] 


Front and interior views of the Quilleash 
Store, Sioux City, Iowa 
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experience to serve and assist you. 
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Open Your Door 
to Bigger Profits with 
American Interlocking Shoe Store Chairs 


Beyond good values and smart merchandise, the modern shoe store 
must offer shopper attraction. For unattractive stores and obsolete 
seating equipment create an old-fashioned atmosphere. Shut out 
shoe store profits. Literally close your door to willing buyers. 


Equipped with American Interlocking Shoe Store Chairs, your 
store takes on a profit-building transformation. Radiates distinc- 
tion, progressiveness, good taste. And as a result, it becomes the 
preferred shopping place for particular people. “American” Chairs 
open your door to those profits which good values and smart mer- 
chandise alone cannot bring. 


32-Page Book and Service—Free 


Thousands of shoe stores from coast to coast have found the key 
to bigger business by letting our Shoe Store Service Department 
solve their seating problems. Without any obligation to buy, our 
engineers and draftsmen will be glad to lay out your store for 
maximum attractiveness and efficiency. Simply send us rough 
layout. Our interesting and helpful 32-page book, “New Styles 
in Shop Seating,” also sent free to owners and managers. 


No. 4081 





AMERICAN SEATING COMPANY 
1016 Lytton Building, Chicago, Illinois 


Gentlemen: Send me, without obligation, —— 
book, ‘‘New Styles in Shop Seating.” your helpf pes 
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Address .... 
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Address Personally to. 




















Five Great Features 

Greater seating capacity —chairs in- 
terlock. 

Greater beauty of finish and design. 

Greater comfort for your customers, 

Greater durability —chairs are guar- 
anteed against breakage. 

Greater economy in cost. 15 years of 








Chicago, Illinois 


New York: R. 601-119 W. 40:' 
Boston: R. 302-69 Canal “: 







Branch Offices: ( 
Philadelphia: R. 703-1211 Chestnut St. 
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RESPRO 
1 200© 


FOR QUARTER 
LININGS - 





~w 


. Available in any color or 


grain, 


. Cuts without waste . . . 


therefore mere economical 


than leather. 


. Net affected by perspira- 


tion. 


. Will not stain hosiery. 


. Wipes into heel seat 


smoothly. 


. Always uniform in qual- 


UFSKIM Sock 
Linings and Heel 
Pads have given hundreds of thousands of wearers 
footease, cleanliness and protection. It has proven 
its superiority . . . defied all attempts to imitate it. 


Now Respro, Inc., has created for you a new 
member of their family. . . . Style 1000 for 
QUARTER LININGS... . available in any color, 


any grain and always uniform in quality. 


Here is your opportunity to give your customers 
an added measure of value without extra cost. 


ity. 
Tell your manufacturer you want RESPRO Style 
1000 quarter linings in your shoes. 


RESPRO, INC. 
PROVIDENCE, R.I. 
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OUR PLEDGE TO THE 


YOU NEED 
OVER THE NO LONGER WOMEN OF 

BE TOLD 

THAT YOU 


RADIO tat AMERICA 


EXPENSIVE 
FOOT 


AAAA to EEE— Sizes 1 to 12 


NATIONALLY ADVERTISED 
BY RADIO and ROTOGRAVURE 


1 » « +» QR . « . , THAT 
dealers may make good this pledge, we carry 


IN STOCK 


165 different sizes and widths as shown in this 
SCHEDULE 


$5-$6 “*You need no longer be told that you have an expensive foot”’ $5-$6 
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$5-$6 Note the 165 different sizes and widths of ENNAJETTICK Shoes $5.$4 








Dunn & McCarthy, Inc. — AUBURN 
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THE TRAVELING 
SHOE SALESMAN 


HE problems of the merchant 

whom you sell or whom you hope 
to sell are your problems. The 
writer once knew a traveling sales- 
man who carried a line of exception- 
ally high-grade turns which could not 
possibly represent more than 10 per 
cent of the stock of any of his retail 
merchant customers. 

Nevertheless, that salesman had 
studied the problems of his trade so 
carefully, so conscientiously, and 
over such a long period of time that 
he was able to go in the store, size up 
the entire stock, and advise the mer- 
chant intelligently just exactly what 
he should do in the way of merchan- 
dising effort to end the season with a 
handsome profit. He gave advice 
honestly and sincerely on purchases 
of lines not his own. He helped mer- 
chants with their stock records. He 
showed them new ideas in window 
trims. He did for those merchants 
what many of them were unable to 
do for themselves. In short, he put 
them on the right track. 

He sold his own shoes to the mer- 
chant only when he was sure that the 
merchant, in turn, would find his 
market ready for them. Today he 
is the president of the firm for which 
he once traveled, and merchants from 
all parts of the country still write to 
him for advice. 

There is more to selling than an 
order book. The best salesmanship 
looks beyond the acceptance of an 
order and sees the merchandise in 
the hands and on the feet of the 
ultimate consumer. 


HANGING its custom of other sea- 

sons, the E. T. Wright Shoe Co., 
Inc. is keeping its salesmen in the field 
all during August showing its line of 
goods, which has been increased to 
more than 100, and as a result the com- 
pany reports a fine grist of orders on 
hand that should keep the plant cut- 
ting on full time until through Sep- 
tember at least. 


Buys Shoe Department 


LINCOLN, NeB.—Max Fershtman has 
bought the shoe department of the 
Grand Leader Department Store here 
and rented the Space with a six year 
lease, He will continue to operate the 
department, featuring footwear for the 
entire family. 
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Take a Look at Providence, R. I. 


W. NEWBURG, age 78, Indian- 
* apolis, died on Thursday night at 
the Emergency Hospital, Warsaw, Ind. 
‘Mr. Newburg was one of the oldest shoe 
salesmen in the State and up to six 
weeks ago, traveled for the Kindergar- 
ten Shoe Company, Chicago. He had 
been ailing for sometime and went to 
his summer cottage at Winona Lake for 
a much needed rest. Four days before 
his death he was stricken with a stom- 
ach malady which caused his death. 
He was past president of the Indiana 
Shoe Travelers’ Association, and widely 
known throughout Indiana and. Michi- 
gan where he had traveled for more 
than 40 years. The body was sent to 
Indianapolis where funeral services 
were held on Saturday. He is survived 
by a widow Mrs. Grace Newburg, and 
three brothers, Gus and Charles New- 
burg of Indianapolis, and Frank New- 
burg of Toledo, Ohio. (UTPS). 


W H. CAMP, sales representative 
* for the Bona Allen Shoe Co., 
manufacturers, of Buford, Ga., stopped 
in Atlanta last week on his way back 
to Buford after an extended trip 
through the eastern and middle western 
territory, where he states that he 
booked an unusually fine volume of 
business. Recently the Bona Allen 
firm started the manufacture of a 
smart line of footwear for men, being 
the first company in Georgia to have 
ever produced a line of this nature, 
and Mr. Camp stated that the new 
line is meeting with a great deal of 
favor among the company’s customers 
throughout the country. 


ERE is Scout 

Jerome J. 

Terry, son of J. Je- 

rome Terry, who 

represents the 

Booth Shoe Com- 

pany in _ Illinois. 

Jerome is an Eagle 

Scout and belongs 

to Troop 13 of 

Peoria, Illinois, 

and has 44 Merit 

medals. He was one 

of four scouts from 

his troop selected 

to attend the jam- 

boree in England. After attending the 

scout meeting in Birkenhead he joined 

the tour of France, Germany, Belgium 

and Switzerland. While abroad he cor- 
responded for the Peoria Journal. 
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N Providence we have the case of 
a manufacturing city of 260,000 

people, the trading area of which is 
within the city limits; for Providence 
is hemmed in by large towns, small 
cities and large cities. Within a ten- 
mile radius of Providence are about 
250 shoe outlets of all grades. In 
the heart of the city are 34 shoe 
stores. Thus, while these stores sell 
a surprisingly large volume of high- 
grade shoes, 400,000 people (most of 
them mill workers) cut the average 
price paid for a pair of shoes to 
$4.50. And the workers buy their 
shoes in their local stores—the bet- 
ter grade business in the down-town 
trading district coming from resi- 
dents, college students, mill officials, 
etc. 

These 34 heart-of-the-city stores 
do an estimated retail shoe business 
of $3,600.000. One department store 
is reputed to sell more than $1,000,- 
000 annually in footwear. Three de- 
partment stores are selling the bet- 
ter grades. Nine stores are selling 
shoes at $8.50 and up. Fifteen per 
cent of the men’s and women’s shoe 
business is in grades of $10 and 
more. Five per cent of the men’s 
and women’s shoe business is in 
grades between $6.50 and $9.50. 
Eighty per cent is in grades of $6 
and less. 

These 34 down-town stores include 
26 subscribers to the BooT AND SHOE 
RECORDER.. Eighty-five per cent of 
the total retail shoe business of the 
city is done by RECORDER subscribers. 

The map above shows the distribu- 
tion of shoe outlets in the down-town 
section of the city. The black areas 
indicate RECORDER subscribers. 








APTAIN JAMES A. LAWRENCE 

of San Francisco is now represent- 
ing The Berkshire Footwear Corpora- 
tion, of Holliston, Mass., on the West 
coast, selling this well-known line of 
play footwear. Captain Lawrence is 
an old-timer in his territory, having 
traveled through California and neigh- 
boring States for the last 25 years. 
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“TAMEA” 
Special Process 


B-292—Brown Calcutta 
Calf (Imitation 


“CAPITAN” 
Spectal Process 
B-262—Genuine Brown Small 
Grain Lizard with Brown Kid 
Quarter 86. 
B-261—Genuine Black Small 
Grain Lizard with Mat Kid 
Quarter $6.50 


“HINDU” 
Spectal Process 


B-239—Brown Ring Lizard Calf 
$5.10 


(Imitation) 


“CLARE” 
22/8 Heel 
Spectal Process 


$Brown Velvet 





ht) 
B Patent Leather ... 
B-224—White Satin . 


Terms, Net 30 Days. 
Twenty-five cents ad- 
ditional for orders of 
less than three pairs. 


Pittedurgh Ofice 
Henry Hore. 
W. 4, BARNEY 


OnMcago Ofice 
Maszstic Hors. B. 
¥. J. SATEK 


New York Office 
846 Marsrives Bibs. 
W. MOYLAN 


Lizard 


IN STOCK 
38 New Fall Styles 


LIZARDS—-SUEDES—BROWN, 
BLUE AND BLACK KID—SILK 


Send for New Fall Catalog! 


AOCHESTER 


SHOES 


“HELMA” 
Special Process 
B-263—Genuine Black 
Grain Lizard 


“INDRA” 
Special Process 

B-225—Genuine Brown Lizard 

with Brown Kid Quarter.. 
B-164—Genuine Black Lizard 

with Mat Kid Quarter... .$6.25 
B-133—Genuine Neisan Tan 

mer with Kid Quarter 3g 


B 132—Genuine Blue Lizard 
with Blue Kid Quarter. ..$6.35 


“TAMEA” 
Special Process 
B-294—Dull Black Kid with 
Shark Calf Straps 


“TAMEA” 
Special Process 


B-290—Brown 
Calf (Imitation 


Calcutta Liny 


“TRIFLE” 
Small B-275—Brown Suede wit) Brow 
- Kid Trim and Rajah Lizarj 
Tabs on Quarter 85.25 
B-274—Black Suede with Paten 
Leather Trim and Black Lizar 
Tabs on Quarter .... 5.25 


Black 
85 


B-300—Brown Kid with Brown 


p ae ion Calf Straps 
Patent Leather with 
mw ahark Calf Straps 
Dark Blue ane with 
Lizard Calf Stra 


“FLING” 


Spectal Process 
B-228—Brown Suede with Brown 
pat Tirm 
a Suede with Black 
Lizard Trim $5.00 


“REGENT” 
19/8 Heel 


“TAMEA” Special Process 


Special Process 
B-276—Mat Kid = Black Shark 
Calf Straps 

B-278—Brown Kid with Brown 
Saree Calf Straps 5.25 Weight) 

Patent Leather with Black -17 Patent Leather 

"as Calf Straps 4.85 -286—Brown Kid 


THE MENIHAN COMPANY 


In-Stock Department 
ROCHESTER, N. Y., U. S. A. 


Makers of Menihan Arch-Aid Shoes 


New England Office 
Drarer Hore. 
NORTHAMPTON, Mass. 
BLLIOTT LA MONTAGNE 


-176—Black Cal (Light 


San Francisco Office Los 
Piaza Hore. 
H. 8. KUSHINS oO. B. 


111 Bast 81TH Sr. 


Black ° “BERNICIA”’ 
Spectal Process 
Blue B-323—Black Kid with Nickel 
and Jet Buckle 85.00 


B-349—Brown Kid with (old an 
Brown Buckle 5.25 


“REGENT” 
19/8 Heel 
Special Process 


B-170—Imported White Crepe 
- suitable for tinting apy 
. 85.00 


M 
Crepe 
B-998—Silver Kid . 6.00 


SIZES 
BE. cceceses 3 OF 
Me sescccces +4 Oe 
BD cecscecccses 4 BF 
eer 
- civenessus<® SF 


Cleveland fc? 
Tae Hoiienpey Hors. 
A. F. JENKS 
Angeles Office 
Detroit Office 
Derroit-Leva: Horm. 
©. G. SEILERS 


VAN DE GRIFT 
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Orders for 
Early Winter 
Being Booked 


CINCINNATI, OHIO—Business is hum- 
ming in the manufacturing section of 
this city. A nice volume of late fall 
and early winter business is being 
booked, and a number of the large 
plants are operating at capacity. Other 
operators are in position to increase 
their production, but are unable to do 
so due to the scarcity of shoe work- 
ers in this section. One manufacturer 
has been advertising for cutters and 
stitchers in some of the nearby cities, 
but still does not have a full force. 

Shipments have been heavy since the 
Ist of August, and it is thought that 
figures for the entire month will show 
a nice gain over those for the same 
month of last year. Shipments for Sep- 
tember will be heavy also, as many 
large orders call for Sept. 1 to 15 
delivery. 

Deliveries at one factory for the 
month of August were 90 per cent 
colors, but the sales manager reported 
that shipments for the next thirty days 
will be about 50-50 blacks and colors. 





Buffalo “Jamboree,” Sept. 11 


BurraLo, N. Y.—A “Jamboree” of 
the Buffalo Shoe Retailers Association 
and the Buffalo Shoe Traveler’s Asso- 
ciation will be held on Wedneday after- 
noon, September 11, at the old Franklin 
Mansion in Bridgeport, Ontario. 

There will be a program of athletic 

events followed by a dinner in the even- 
ing at which several speakers will ad- 
dress the gathering. 
_ All shoe retailers and shoe travelers 
in and around Buffalo are invited by 
C. I. Lanich, President of the Buffalo 
Shoe Retailers Association, to attend 
this event. 


New Pizitz Department 


BIRMINGHAM, ALA.—A new men’s 
shoe department under the direction of 
Al. Reiss will be opened in Pizitz Store 
here on September 7. The new depart- 
ment will be located on the second floor 
adjoining the men’s clothing depart- 
ment and will handle exclusively the 
— shoe at $6.00, $7.50, $8.50 and 
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Steady Gain in Shoe Production 
Maintained as Season Progresses 


Prices Showing Firm Tendency from Raw Stock 
to Finished Goods 


LYNN, Mass.—The increase in pro- 
duction, which set in here right after 
the July markets, has been maintained 
during August, and the output of the 
factories for the month will be a third 
greater than a year ago. General shoe 
business must be better, for tannery 
and supply firms are increasingly ac- 
tive and are distributing their prod- 
ucts far and wide. Some of the buy- 
ing may be in anticipation of tariff 
action, such as duties of hides, leather 
and shoes, which would tend to start 
an upward price movement. Besides, 








Spanish Influence 
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| “ ut / 14s 
“LUPE” .. Leb) 


Y digress ONE OF - 7 

ihe Ses THE NEW! $ 

tei, ¢ FRCL) 1) ; 

jb SHOES” ” 
et INNES' 


SUGGESTIVE ‘OF THE CHARM 


2G," AND STRIKING INDIVIDUALITY 
// OF ALL THE AUTUMN FOOT. 
WEAR. NOW ON DISPLAY 

IN THE. INNES: STORES 


The “I UPE” is available 
Adhfi . with Vamp of Suede 
Pd Somer es b and Quarter of Kid 

j in BLUE... PURPLE 
BROWN and GREEN 

’ with Gold Piping 
P} or of ALL*KID in 
Net BLUE or BLACK 


9 with Silver Pipine 





JNNES SHoeE Co. 


642 S. BROADWAY 
6501 Hollywood Blvd. + 452 E. Colorado, Pasadena 








On the West Coast the Spanish influ- 
ence in women’s dress is probably 
stronger than it is in any other section 
of the country. This is the way the 
Innes Shoe Company of Los Angeles 
and surrounding points puts the Span- 
ish atmosphere into an advertisement 
of one of its new fall models 
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summer sales totaled up large in many 
stores, and empty shelves must be 
stocked up. 

Prices are firming up from raw stock 
to finished product. A large producer 
secured a stock of soles a while ago, 
and thinks it got them three cents a 
pair under present asking prices. In- 
soles, of fiexible splits, are up one cent, 
with some makers asking more. Sev- 
eral shoe firms say it is increasingly 
difficult to get supplies of the right 
grades of brown kid, and the same may 
be said of certain lines of suéde calf, 
in black and browns. One popular 
novelty firm reports increased sales of 
shoes of shiny patent leather. Another 
concern is cutting 80 per cent patent 
leather. But that’s an extreme case. 

More attention is being paid to the 
fit of lasts. It’s harder to fit shoes in 
winter than in summer. Feet are dif- 
ferent. Maybe it’s the weather. Or 
maybe feet are changed by summer ac- 
tivities on the golf course and the 
tennis courts. 

A designer reports a brisk demand 
for ties, particularly of the three-eye- 
let type; also a movement toward very 
wide straps on pumps, the straps to be 
fastened with center buckles. Seventy- 
five per cent of summer shoes were 
fastened with buckles, according to one 
firm. Another says 90. It looks as if 
this were the best year yet for the 
buckle trade. Styles are more consis- 
tent. Their movement is orderly, with- 
out detours; also without joy rides. 





Indianapolis Resumes 
Meetings 


INDIANAPOLIS, IND. (UTPS)—Arthur 
Brown, general manager of the Marott 
Shoe Shop, and president of the Indian- 
apolis Shoe Merchants Association, an- 
nounces the first fall meeting of the 
organization which will be held Septem- 
ber 11, at the Marott Hotel. The usual 
dinner will preceed the meeting, and 
will be served at 7 o’clock. Some very 
important matters will be discussed. 











FASHIONS SYMBOL OF SMART SHOES 


Andrew Geller 
Advocates | 


Waldes 
Koh-i-noor 
Jewel Clasps 


AND 
. Snap Buckles 





They assure style, com- 
fort, and convenience to 
the wearer— 


With the Koh-i-noor Snap 

Buckles instantaneous daily ad- 
justment can be made to insure 
comfort to feet subject to swelling 
—merely by sliding the buckle to 

the desired position. Once set they 
hold until readjusted. They SNAP-on 
and SNAP-off readily by finger pressure, 
and outlast any shoes to which they are 
attached. 


They save time and money to the re- 
tailer by eliminating all last minute 
alterations— 


Because they are easily, instantly moved to the 
desired position while shoes are fitted, eliminating 

delay due to readjustment. No tools are needed and 

the clerk’s time is saved for concentration on fitting 
and selling. Koh-i-noors build good will because by 
their use customers are not kept waiting, and shoe straps 

never get shopworn from being tried on, which invariably CD 
occurs with other types of fasteners. Finally—the wearers 
are delighted with the convenience of the “Snap-on” and 

“Snap-off” simplicity of Koh-i-noor Snap Buckles. a a 

















Koh-I-noor Jewel Cla 


When your manufacturer’s representative calls to show his line—select the models equipped with these conveniet! 
time saving Symbols of Fashion. Write to your manufacturer—tell him you want ‘these modern, attractive 
SNAP BUCKLES or JEWEL CLASPS that eliminate all fussing and lost time for you. (Or write tou 
for names of manufacturers who use them.) 


WALDES-KOH-I-NOOR, Inc. 


World’s Largest Shop Fastener Manufacturers 


LONG ISLAND CITY, N. Y. 
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Donaldson Shoe Departments 
Undergoing Rearrangement 


MINNEAPOLIS, MINN. (UTPS)—L. S. 
Donaldson & Co., a Hahn store, have 
made a radical change mn the women’s 
shoe department in conjunction with 
changes being made through the build- 
ing covering an entire half-square, and 
affecting nearly every department. It 
has been removed from the ground 
floor where it has occupied a corner 
store space with double frontage fitted 
up for it elaborately many years ago. 
Hosiery takes the place and the shoes 
have been taken to the second floor as 
part of the plan for better merchan- 
dising. The department is now in a 
salon occupying the frontage in the 
newest section of the group and ad- 
joining a mezzanine rest balcony. 

J. C. Michael of New York is the 
new buyer. 

The floor is sectionalized. At one 
end of the frontage is the Garside stock 
and fitting space. At the opposite 
corner frontage is the foot comfort de- 
partment, a Dr. Scholl station with 
pedo-graph and full equipment, much 
larger than it has been heretofore, in 
charge of Dr. H. B. Leighton, who has 
been with the firm six years. On the 
opposite of the salon is the popular 
priced department, $6.50 to $8.50, the 
junior types of shoes, for girls in their 
teens. 

The word “salon” expresses the at- 
mosphere of the department’s new sit- 
uation. It is finished in a slighter 
darker tint than ivory with blue stripe. 
The chairs are artistically scattered 
around the floor. The cases are few and 
the display stands are arranged so they 
do not obstruct the perspective and 
the display goods may be easily studied 
from all sides, the bottom being raised 
to a correct height, the cases being 
lifted from the floor on four legs and 
being entirely of glass. 

In the near future a section will be 
opened on the fifth floor for children’s 
and growing girls’ shoes, display, fit- 
ting and sale. This will be an entirely 
modern type of room. 

With a change in the Sixth Street 
frontage and entrances the section for 
men’s and boys’ shoes, lately removed 
to that floor, will have a much larger 
department. This will be ready in the 
near future, 


“Chic” Bootery Opens 


Los ANGELES, CaL. (UTPS)—One of 
the largest and most beautiful shoe 
shops in southwestern Los Angeles was 
opened recently by Sam Mellor, who 
has been in the retail shoe business in 
that district for the past 20 years. The 
shop is very attractively furnished with 
all modern fixtures and furniture. It is 
known as the “Chic Bootery” and 
handles exclusively women’s shoes. Its 
location is 4623 South Broadway. 


Bristol Unit in Grant’s 


St. Louis, Mo.—The Bristol Shoe 
Company, chain store organization, has 
completed negotiations for the opening 
of one of its units in the New W. T. 
_ & Co. department store in this 
ity. 

Negotiations are proceeding for the 
opening of other Bristol units in addi- 
tional Grant stores. 
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M. A. S. R. A. Moving 


PHILADELPHIA, Pa. (UTPS)—The 
Philadelphia headquarters of the 
Middle Atlantic Shoe Retailers Associa- 
tion are moving on August 31 from 
their present location in the Schaaf 
Building to more spacious quarters in 
the Elverson Building, 400 North 
Broad Street, on the 14th floor. 


First of New California 
Shoe Chain Opened 


LonG BeacH, Ca,L, (UTPS)—With 
Leonard Whitman as manager, Morry’s 
Boot Shop, 227 Pine Avenue, opens as 
the first member of the proposed state- 
wide chain sponsored by Leon Kreigher 
and his associates, of Pittsburgh, Pa. 
Featuring the “factory to you” appeal, 
Morry’s will carry men’s and boys’ 


shoes exclusively. The better to accom- | 
modate the men who must work pretty | 
steadily all day, the new shop will re- | 


main open in the evenings. M. E. 
Kreiger, Long Beach, is the head of the 
California chain, though detailed plans 
have not been announced to date. 





New Fall Pump 











OPPENHEIM, ©LLINS 


‘34ch STREET—NEW YORK 


Mew... 
AN OPERA PUMP 


TYPICAL OF OUR ADVANCE 
SHOE FASHIONS 





10.75 


SUEDE OR KIDSKIN IN BLACK OR B"OWN 


Narrow pipings and an inspired bit of 
opplique create lines of slenderizing 
chic to emphasize the natural beauty 
of the foot. And the price is attractive- 
ly low for so important a fashion. 





One of the advanced models for 
autumn being featured by this 
New York department. 


George P. Jenkins Dead 


CHIPPEWA FALLS, Wis.—George P. 
Jenkins, aged 83, pioneer retail shoe 
merchant of this city, died August 18 at 
Fergus Falls, Minn. He is survived by 
three sons, Fred F. Jenkins, of this city, 
Warren S. Jenkins of Fergus Falls and 
Walter Jenkins of Los Angeles, Calif., 
a sister, Mrs. R. D. Marshall and a 
brother, Frank Jenkins, Sr., both of 
this city. 








=| 
NATIONAL PARK 


AEG UbeAT OFF 


HIKING BOOTS 
YEAR ROUND WEAR 


Ss . 


Aviatrix 
Boot 


Style 311 
Brown Elk 
Height 12 inches 
Price $5.20 


IN STOCK 


AVIATION 
Sport — 
Hiking — 
Scout 


BOOTS 
IN STOCK 


6 — STYLES — 6 


THE OTHER FIVE 


Style 300 Yellowstone 14 inch $5.90 
Style 310 Black Hills 14inch 6.00 
Style 317 Scout Boot 8inch 4.60 


Suitable for members of the Girl Scouts and 
Campfire Girls organizations. 


Style 312 Rocky Mountain 14inch 5.70 
Style 318 Grand Canyon 14inch 5.70 
SIZES 
5/8 A, 4/8 B, 24%2/8 C, 24%/8 D 

Net 30 days 


Terms 5% 10 days. 


Write for sample pairs or folder. 


"THE JUVENILE SHOE CORPORATION 


OF AMERICA 
AURORA MISSOURI 


Makers of the famous Kewpie Twins Health 
Shoes for Children, Sportwalks—smart light 
weight welts for college girls. 








REG. US. PAT OFF 








Whal aboul the? Nurses’ 


DIALS business In, vour Viemmilt is 


Pay; 
—Ss 
As. 


Oy 


I 


2 


i 


TREADEASY “Nurses’ Special” Shoes win instant popularity wherever introduced. 
Nurses quickly recognize that they are designed to enable them to walk as nature intended— 
with the firm, buoyant, unhampered step that denotes complete and joyous footease. 


FEMINIZED MUNSON LAST 
TREADEASY ARCHSUPPORT 
Style 0 Nubuck — 


AAA 5-9, AA 4%-9, A 4-9, B 3-9, 
© 2%-9, D 3%-9. 
Last 90—Heel 10%/8 Leather, 
Rubber Lift 


TREADEASY ARCHSUPPORT . 
Style 929—White Trojan MONA MODEL 
Cloth—$4.50. TREADEASY ARC BeurTosT 
AAA 5-9, AA 414-9, A 4-9, B 3-9, Style 942—White Kid—$5.50 
C 2%-9, D 3%-9. White Suede Calf , ee... and Trim 
Last 800—Heel 12%4/8 White Ivory, AAA 5-9, AA 4%4-9, A 4-9, B 3-9, 
Rubber Lift C 2%-9, D 3%-9. 
Last 81- Heel 13%/S8 Leather, 
Rubber Lift 


VENTURA MODEL 
TREADEASY ARCHSUPPORT 
Style wee Nubuck - 


Rees Kea SSS 


by vy Calf ee 
O 2%-9, 3 Aaa OO AA 4%-9, A 4-9, B 3-9, 
Last 83—Heel 10%4/8 White Ivory, 2 -9, D’ 3%-9. 


% 
Rubber Lift Last 3- reel 13/8 Cuban Wood 














The sale of these shoes is not limited to nurses atone. This is U 
beautiful six page Booklet entitled, “Nurses Show Women Way By ny FR Hy Ry 


For increased profi G73, 230 This Coupon >— P Ww. M. & SON, Inc, BaTavia NY: 


we er: 


Tieoce a latest Cataloy 

STOCK Shoes and Booklet 

LAS “NURSES Shaw WOMEN 
Inc. * Foor COMFORT” 


“BATAVIA,NY = 
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Shoe and Leather Men_ 
Plan Golf Meet Sept. 10 


BostoN, Mass.—As_ previously an- 
nounced, the annual Fall tournament 
of the New England Shoe and Leather 
Golf Association will be held this year 
at the Woodland Golf Club in Aubur- 
dale, Mass. The date selected for the 
meet is September 10, which falls on 
Tuesday, and members may play either 
in the morning or the afternoon—or 
poth, if they desire. Entries to date in- 
dicate an unusual degree of interest 
this year, and it is hoped by the com- 
mittee in charge to have a record list. 
Handsome prizes will be awarded as 
soon after the end of the tournament 
as scores can be figured. 

The Woodland course, despite the 
prolonged spell of dry, hot weather, is 
in good condition, particularly the 
greens 


William W. Fife Dead 


LINCOLN, NEB. (UTPS)—William W. 
Fife, 57, formerly a shoe store manager 
in Omaha, Neb., for:many years, died 
here where he and Mrs. Fife had re- 
sided for the past ten years. He had 
been in ill health for the past year. 

Starting his Omaha business career 
more than 30 years ago with the Hay- 
den Brothers Store, Mr. Fife later be- 
came manager of the Hayden shoe de- 
partment and afterward was with the 
Drexe! Shoe Company. He went from 
Omaha to St. Paul, Minn., and thence 
to Lincoln where he continued in the 
shoe business. 

Besides his wife he is survived by a 
brother. John Fife, and a sister, Miss 
Mary Fife, both of Omaha, and another 
sister residing at Lincoln. Many friends 
with whom he had been associated in 
the shoe business, including P. H. 
Johnson, general manager for the 
Omaha store of Hayden Brothers, one 
of the largest in the state, attended the 
funeral at Lincoln. 


New Katz-Moser Department 


Houston, TEx.—The 
Corporation will hold a formal opening 
of its new shoe department in the Levy 
Brothers Company Store of this city, 
on the night of September 4. 

The new department is beautifully 
decorated and equipped in the most 
modern manner. 


Kesler to Manage Store 


ATLANTA, GA—Max Kesler, assist- 
ant manager of Chandler’s Boot Shop 
No. 1 operated by Edison Brothers, has 
been appointed manager of the new 
Baker’s Boot Shop this company is 
opening at Birmingham, Ala., in the 
near future. Mr. Kesler has been with 
the company some years. 


Cary With Werner 


San Francisco, Cat. (UTPS)— 
The Frank Werner Shoe Company an- 
nounces the appointment of M. A. Cary 
as buyer for the children’s shoe depart- 
ment at the main store, 874 Market 
Street, San Francisco. Mr. Cary comes 
from the children’s shoe department at 
the Emporium, San Francisco. 
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Katz-Moser | 











Trading Up 





L. E. Gibson, buyer and manager of the shoe departments of the 
Belk Brothers Company, operating 58 department stores throughout 
North Carolina, South Carolina, Georgia, Tennessee and Virginia, 


has adopted a trading up policy. 


The photograph above is a window display of new fall shoes shown 
in the Charlotte, N. C., store, the parent store of the organization. 
Shoes selling from $10.00 to $19.50 a pair are displayed in this 


window. 


Mr. Gibson says: 


“Since opening our fine shoe department in 


Charlotte we have tried fine shoes in several of our other stoves 


with good success. 


Our next venture in Charlotte will be the open- 


ing of a children’s shoe department carrying fine welts and turns, 


retailing from $3.50 to $8.50. 
September 20.” 


This department 


will open about 








Stanton Opens Store 


VENTURA, CAL. (UTPS)—Featuring 
Red Goose and Enna Jettick shoes, 
John J. Stanton has opened a new shoe 
shop, at 562 East Main Street, Ven- 
tura. This is Mr. Stanton’s 
venture as a proprietor. He has been 
with the Walk-Over, Los Angeles store, 
for some years. 


Caheen Department Moves 


BIRMINGHAM, ALA. (UTPS)—The 
ladies’ shoe department of Caheen’s has 
been moved from the third floor to the 
main, where it attracts the immediate 
attention of everyone entering the store. 


the city. 


Thompson Store Moves 


Concorp, N. H.—The Thompson 
Shoe Store, an old established stand, 
has moved across the street to 80 Main 
Street. 


first | 


| to feature 
| women in each of these. 


Store Chain Launched 


FRESNO, CAL.—A Rodder, who has 
met with such marked success with his 
two local shoe stores, has arranged to 
open others in the lower San Joaquin 
Valley. Stores at both Hanford and 
Bakersfield will be opened early in the 
fall and arrangements have been made 
Enna-Jettick shoes for 


Clark Store Discontinuing 

DULUTH, MINN.—Clark’s Shoe Store 
at 16-North First Avenue West in 
Duluth which is considered as one of 
the pioneer retail shoe stores in Duluth 


A. W. McGaha is manager of the de- | is discontinuing business after twenty 
partment, said to be one of the best in | 


years of successful merchandising of 
shoes for men, women and children. 


Brindamour Opens Branch 


PROVIDENCE, R. I.—(UTPS)—Emile 
Brindamour of 35 Grand Street, Woon- 
socket, has opened a new shoe store at 
31 Broad Street, Pawtucket, called the 


| Enna Jettick Boot Shop. 

















MILEAGE 


MAXIMUM 
TRACTION 


MAXIMUM 
SAFETY 


MAXIMUM 


“The shoe holds its shape 
when the heel is straight” 
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MoDERN shoemaking principles have been 
fully developed in the United Cushion Heel. 
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E The scientific core construction makes possible -" The we .. 
E Cushion Heel . 
a permanently flat walking surface. Manufac- _bes o coneave 


turers have adopted this modern, smart looking 
heel as standard equipment, because its tight 
attachment and flat tread protect the style and 
7 service that have been built into the shoe. 
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WHERE TO BUY 
Men’s Shoes 


le neni techie 





NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y., U. S. A. 

MEN’S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 

SHOES 


Brockton, Mass. 








MEN’S FINE SHOES 
IN STOCK 
FOR IMMEDIATE SHIPMENT 


RICHARDS & BRENNAN CO. 
RANDOLPH, MASS. 











The 


50 STYLES IN STOCK 


EMERSON SHOE MFG. CO. 
ROCKLAND, MASS. 


WRITE TODAY FOR CATALOGUE 


UN A 














Tue 


Siro 








FoR MEN 
(P) M. A. PACKARDCO., Makers (P) 
——_.... BROCKTON 


BOSTONIANS 


SHOES FOR MEN 
COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 














Hovland-Swanson to Have 
Large Shoe Department 


LINCOLN, NEB. (UTPS)—With the 
incorporation of the Hovland-Swanson 
Building Company of Lincoln, comes 
the announcement that the company, 
which has one of the largest and most 
exclusive shoe departments in the city, 
will erect a new structure within the 
next year. 

More room is needed to accommodate 
the mercantile company’s expanding 
retail patronage than the present two- 
story building affords. In anticipation 
of expanding its quarters the company 


Buffam’s to Enlarge Dept. 


Los ANGELES, CAL. (UTPS) —Bu. 
fam’s Department Store in Long Beac, 
is planning extensive enlargement ,; 
its shoe department, according to jj, 
Bragg, new buyer for the store, wh, 
recently returned from an_ extengiy 
eastern buying trip. Mr. Bragg ». 
placed B. F. Sturgis, who was for rmerly 
shoe buyer for the store. 

The shoe department’ S$ expansion was 
| made necessary in order to hanille ap 
exclusive new line of high grade shoe, 
— Mr. Bragg secured while in the 

ast 





last spring bought the site which it | 
now occupies which has 25 feet of 


frontage. 


half of the first floor. 

H. F. Hovland and Clarence E. Swan- 
son, partners in the store, are the mem- 
bers of the new building corporation. 


Gluckman Succeeds Clooney 


’ New York, N. Y.—Aaron Gluckman, 
for some time past connected with one 
of the Wise Shoe stores, has been called 
to the central office at 121 Duane 
Street to succeed Mr. Clooney who is 
no longer with the company. 


A four-story building will | 
replace the one now on the ground, and | 
the shoe department will occupy nearly 


More Cinderella Sho) 


ATLANTA, GA.—Opening of five ney 
stores is planned in various !*loridg 
cities in the near future by the Cinde. 
rella Shoe Co., according to «an ap. 


nouncement made a few days go by 
| L. H. Pollock, head of the company 
| The first of these will be opened imme. 
diately at West Palm Beach, whik 
the others are to be located at Jack. 
sonville, Miami, Tampa and Orlando 


ten other stores in the North Carolina. 
South Carolina and Tennessee territory 











Truly Modern 





Franklin Simon & Co., New York, linked up this 
shoe display last week with the current interest in 
the round-the-world flight of the Graf Zeppelin as 


shown in the photograph. The 


Zeppelin motif was 


used on one of the panels of the background screen, 
while on another there is an impressionistic painting 
of the German steamship Bremen, which recently 


broke the trans-Atlantic 


104 - 


speed record 
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A Correction 


In our issue of August 3, in a 
news item concerning the opening 
of a Scholl shop in Cleveland, 
several errors were made. 

The name of the new store, 
located at 726 Euclid Avenue, 
Cleveland, is “Dr. Scholl’s Foot 
Comfort Service.” The new store 
caters to both men and women as 
well as children, and carries a full 
line of Dr. Scholl’s foot appliances 
and remedies. No corrective shoes 
of any type are handled by this 


store. 











Le 


Higsby’s Kahler Shop Open 


BALTIMORE, Md.—The formal open- 
ing of Higsby’s Kahler Shoe Shop, at 
336 North Charles Street, Baltimore, 
Md., adds another beautiful exclusive 
shoe shop to the exclusive shopping dis- 
trict, known as the “Fifth Avenue” of 
the monumental city. The shop occu- 
pies a completely remodeled building, 
which in its arrangement and appoint- 
ments makes it take rank with the best 
exclusive shoe shops of the city. 

Dr. Kahler’s shoes are not new to the 
men and women of Baltimore as they 
have been sold here for years in the 
former Kahler shoe shop operated at 
128 North Eutaw Street under the trade 
name of the Dr. Kahler Shoe Shop. At 
this location the shop was operated in 
connection with the Joel Gutman & 
Co., department store, located on Eutaw 
Street. This store was discontinued. It 
was then decided to move the Dr. Kah- 
ler shoe shop to a new location in keep- 
ing with the exclusive type of footwear 
that was being featured. In opening 
the new store at the new location, it 
was decided to change the name from 
Dr. Kahler’s Shoe Shop to Higsby’s 
Kahler Shoe Store. 


Dickson to Open Store 


ATLANTA, GA.—W. W. Dickson, who 
for several years has been associated 
with the ladies’ shoe department in the 
Atlanta store of the George Muse Cloth- 
ing Co., resigned that position effective 
Saturday, August 17, and left for St. 
Louis, Mo., on the following Saturday 
where he will spend several days at 
the plant of the Boyd-Welch Shoe Co. 
This company will open a new Peacock 
shoe store in Atlanta about the middle 
of September, of which Mr. Dickson 
will be the manager. He is succeeded 
as a salesman at the George Muse store 
by B. L. Berger, formerly with the 
shoe department at Rich Brothers. 


Weiss Shoe Store Remodeled 


San ANTONIO, TEx.—The Weiss 
Shoe Store, located at 328 N. St. 
Mary’s Street, has undergone a com- 
plete remodelling. This is the older 
Weiss Shoe Store which Mr. Weiss 
thought of giving up at the time of the 
opening of his exclusive men’s shop in 
the Gunter Hotel Building. He has 
had the store all refinished and the 
most modern fixtures and windows in- 
stalled and is running the two stores. 
Later he intends adding a line of wo- 
men’s shoes. He now carries men’s and 
children’s shoes only. 
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Many Outings Held 
By Brockton Companies 


BROCKTON, Mass.—The medium of 
a beach outing, with sports program 
and clambake, which has served so ef- 
fectively to secure finer cooperation in 
the shoe factories in the district, was 
continued again during the past week 
when six more of the Old Colony dis- 
trict concerns journeyed to neighbor- 
ing seashore resorts for their frolics. 

The M. N. Arnold Shoe Co. em- 
ployees, 200 in number, went to Acush- 
net Park, New Bedford, where sports, 
bathing, dancing and a clambake were 
features. During the height of the fun 
an airplane, piloted by Cliff Ware, 
maneuvered and stunted over the field 
and provided a thrill by dropping a 
dummy with a parachute among the 
spectators. W. Percy Arnold, presi- 
dent of the company, made an informal 
address and had his big family photo- 
graphed. arranged about him at one of 
the pavilions. 

Aug. 20 the C. A. Eaton Co., family 
of 150, left Brockton early for Acush- 
net Park, where an all-day program of 
sports, bathing, dancing, and a clam- 
bake was enjoyed. C. Chester Eaton, 
head of the concern, served as scorer 
and arbiter. Shoes he contributed to the 
winners in the various races served to 
stimulate interest in all of them. 

The E. T. Wright Shoe Co. em- 
nloyees went to Acushnet Park, Aug. 
21, and enjoyed a similar program. 

Four of the outings were conducted 
Aug. 17. The Stacy-Adams, Inc., fam- 
ily went to Crescent Park, R. I., where 
more than 100 participated in a pro- 
gram of sports for which the firm con- 
tributed shoes to the winners in the 
various events. Before the clambake 
William H. Larkin, Western salesman, 
and Clarence P. Waide, president of the 
company. made informal addresses, 
during which they explained the firm’s 
line and spoke enthusiastically of the 
season’s prospects. 

Because the Diamond Shoe Co. was 
holding an outing at the same beach, 
baseball teams from the two factories 
engaged in an informal contest. The 
Thompson Bros. Shoe Co. employees 
also held their frolic at the same place, 
and it was a happy gathering that ‘sat 
down to the fine clambake, the individ- 
ual groups giving cheers and others fea- 
tures to make the occasion memorable. 


Wm. A. Clarke, Jr., Dead 


RICHMOND, VA. (UTPS) — William 
Alpheus Clarke. Jr., 57 who was asso- 
cated with his father in the shoe busi- 
ness here until 1899 and was until 1906 
affiliated, as traveling representative, 
with the W. H. Miles Shoe Company. 
covering Virginia and a portion of 
West Virginia in the service of that 
firm, died Wednesday, Aug. 21, in a 
Richmond hospital, after a brief illness. 

At the time of his death, he was 
secretary of the Richmond Retail Mer- 
chants Association and the Virginia 
State Retail Merchants Association, 
since the organization of the two bodies 
in 1906 and 1907, respectively. Mr. 
Clarke was a native of Richmond. being 
born here September 3, 1872. He was 
a prominent Mason, and is survived by 
his widow and one son. 
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“HIGH ONLY” 
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Shoe Co. 
Brockton, 
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Shoe Ornaments 
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Store Fixtures 
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HAVE YOU A COPY OF THE 
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WHERE TO BUY 


Men’s & Women's 
Slippers 
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MEN’S FINE 





HAND TURNED 
SLIPPERS 
Manufactured 
rices f 7" 
Prices from 
50 W. S. CHASE & SONS 
Bee Haverhill, Mass. 





Boston Office: Room 501, Statler Bldg. 








Greatest Value 
$1.65 


E wide, 3 to 9. 
Send for sam- 
ples and we 
will prove it. 
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ES 
























. 
GENERAL FOOT AR CORP'N 


Factory and Offi 
476 BROADWAY "0S New YORK 












MULES and D’ORSAYS 


FOR MERCHANTS 
WHO DEMAND QUALITY 


Send for Beautifully 
Illustrated Catalogue 


eautiful oudeir 
rass pros. 
7 East 17th Street 


& Feinvoth 


New York 














PARISTYLE FOOTWEAR MFG. CO., INC. 
Factory and Salesrooms 
40-46 West 25th St., New York City 
$27.00 per doz. and up 





High Grade Turn Mules and D’Orsays 
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Men’s and 
Women’s 
“Companion- 
lippers 
Turns only—Cata- 
log on request. 





Edison Bros. Move 
Headquarters to St. Louis 


ATLANTA, GA.—Edison Brothers, op- 
erating a chain of several retail shoe 
stores in the southern and middle west- 
ern territory handling ladies’ footwear 
exclusively, moved the headquarters of 
the company from the Peachtree Ar- 
cade Building, Atlanta, where they 
have been located since the organization 
of the company several years ago, to 
St. Louis, Mo., during the latter part 
of August, officials of the company 
stating that the latter city is more cen- 
trally located to the territory covered, 
and, of course, an important shoe man- 
ufacturing and wholesale center as 
well. Hereafter all of the buying for 
the company which has been done in 
Atlanta will be done at the St. Louis 
offices for practically all of the stores 
of the chain, including shoes and hos- 
iery. All officials of the company have 
moved to St. Louis, including Harry 
Edison, president of the company, and 
Mark, Sam, Irving and Simon Edison, 
other officials. All of the stores oper- 
ated by the company are known under 
the Baker Boot Shop or Chandler Boot 
Shop name. At present there are 21 
such stores and 12 more are being 
opened before the end of this year, 
most of them in the southern territory. 





Detroit Store Sold 


DetrRoIT, MicH. (UTPS) — Charles 
Shahbabian has sold his shoe business 
to Morey Pereira. The store is lo- 
cated at 10429 Kerchival Avenue, De- 
troit, and handles men’s, women’s and 
children’s shoes. 





Gordon Store Quitting 


WASHINGTON, IND.—Gordon Brothers 
here have announced that the Gordon 
Shoe Store will be closed out and 
workmen will alter the building to pro- 
vide for another line of business. 












Open Children’s Department 


Fort SMITH, ARK. (UTPS) — The 
Boston store has opened a children’s 
shoe department, cleverly decorated 
with toys, cretonne draperies, balloons 
and other fittings to interest children, 
A complete line of children’s shoes js 
carried by the store, according to A. 
Foster, manager of the shoe section. 
The store has just opened up a men’s 
shoe department. Up to a few months 
ago it sold only women’s shoes. 





New Enna Jettick Shop 


ATLANTA, GA.—The Enna _ Jettick 
Boot Shop, Inc., opened for business in 
the Peachtree Arcade Building, At- 
lanta, recently, handling the Enna Jet- 
tick line of footwear. William H. Davis, 
who has represented this manufacturer 
as a salesman in the southeastern ter- 
ritory for several years, is the presi- 
dent of the company, while C. D. Mc. 
Larty, formerly a salesman with the 
Foot Health Shop, Atlanta, is vice- 
president and store manager. Mr. 
Davis, whose home is in Gainesville, 
Ga., expects to continue on the road 
with this firm in the southeast. 





New Store for Clay Center 


LINCOLN, NEB. (UTPS) — Clay 
Center, Neb., will have a new shoe store 
soon, it was revealed here when articles 
of incorporation were filed with the 
secretary of state by the mercantile 
firm of J. H. Eller & Co. The specified 
capital stock is $150,000 and members 
of the company are J. H. Eller, C. 
Rollins, R. L. Downing, E. A. Mitchell, 
H. F. McKibbin and C. W. Noland. 





Beverly Gains a Firm 


BEvERLY, Mass.—Atlantic Shoe Co. 
has moved from Boston to the Associa- 
tion factories in Beverly. It is starting 
on 25 cases a day of novelty McKays, 
and it aims to increase to 50 cases a 
day. 








For Tired Feet 














Here is the front of the new Dr. A. Reed Movable Arch Shoe Store at 


101 E. Fourth Street, Long Beach, Cal. 


The store was recenily 


opened under the management of L. B. Salisbury, who is well known 
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They Want to Know 


Merchants ask us where to buy 
shoes and other store merchan- 
dise. In this space we list the 
following typical inquiries: 

¥ Wants women’s shoes to re- 
B-1568 tail $1.98 to $2.98. 

1564 Wants women’s novelties to 
—_ retail $5 to $8. 


H-1565 Wants boys’ and youths’ 
shoes retailing $4 to $4.50. 

H-1566 Wants women’s novelties re- 
tailing $2.95—-women’s ho- 
siery retailing $1. 


H-1567 Wants men’s vici kid high 
top shoes on D an E lasts. 

H-1568 Wants women’s novelties re- 
tailing $3 to $4. 

H-1569 Wants men’s and women’s 
cheap riding boots. 


H-1570 Wants manufacturer’s in 
stock line of women’s novel- 
ties costing $3 to 25. 


H-1571 Wants boudoir and one strap 
slippers at 65 to &5 cents a 
pair. 

Interested parties may have 
names on request to Information 
Department, Boot and Shoe Re- 
corder, 80 Federal Street, Boston, 
Mass. 








New Tanning Company 
Organized in Boston 


Boston, Mass.—Joseph, Archie and 
Kivie Kaplan announce the formation 
of a new company, the New England 
Tanning Co., with offices at 207 South 
Street, to manufacture chrome calf- 
skins in suéde and reptile finishes, and 
a complete line of elk leathers for 
sport shoes. 


Opens Branch Store 


Kansas City, Mo.—The Miller Shoe 
Company has opened an exclusive shoe 
shop at 206 Alameda Road on the 
Country Club Plaza. The downtown 
store at 1112 Grand Avenue will be 
continued in its present location while 
the new store caters to the South Side 
trade. This company features the Arch 
Preserver shoe. On the opening day of 
the new shop a pair of silk hose was 
— free with each pair of shoes pur- 
chased. 


John O. Peterson Dead 


Logan, UTAH, Aug. 20.—John O. 
Peterson, manager of the Andreas 
Peterson and Sons’ Shoe Company of 
this city, died suddenly at a local hos- 
pital from acute nephritis. Deceased 
who was in his 48rd year, had been 
prominent in the church and civic life 
as well as the business life of this city 
for many years. The firm of which 
ee manager was founded by his 

er, 


Another Buck Booterie 


_ LINCOLN, NEB. (UTPS)—Arrticles of 
Incorporation have been filed with the 

tary of State at Lincoln for Buck 
Booterie of Scotts Bluff, Neb. The 
store has $20,000 authorized capital 
ont E. K. Buck, R. B. Devor and G. W. 
Chandler are the incorporators. 
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Sir Harry Lauder to 
Broadcast for Enna Jettick 


AuBURN, N. Y.—Sir Harry Lauder 
has been engaged by Dunn & McCarthy, 
Inc., manufacturers of “Enna Jettick” 
shoes, to act as guest artist of the Enna 
Jettick Melodies on September 1, in a 
radio broadcast hook-up extending from 
coast to coast and including several 
Canadian stations. 

Announcement of the broadcasting 
event was carried in the Saturday 
Evening Post, issue of August 31st, 
and was widely advertised in other 
ways. 


New “Ritzi”” Shoe Shop 


HUNTINGTON PARK, CAL. (UTPS)— 
Catering to the demand for the ultra- 
modern, both in shoe stocks and in store 
appearance, the Ritzi Shoe Shop has 
opened at 6411 Pacific Boulevard here. 
The colors used for the interior of the 
shop are vermilion red and silver, con- 
trasted with black. The furniture is 
futuristically upholstered and the mir- 
rors are many and large. The accessory 
lines and hosiery are not neglected. 
Manager Roy Garner states, however, 
that the prices will not be as ritzy as 
the store-name implies. 


More Ground Gripper Stores 


Cuicaco, Inu. (UTPS)—According 
to an announcement by Norman K. 
Winston, chairman of the board of di- 
rectors of the Ground Gripper Shoe 
Company, that institution has on file 
approved applications for the opening 
of approximately fifty new stores. 

“Under the plan of operation,” Mr. 
Winston said, “this expansion requires 
no financing by the company, the neces- 
sary capital being furnished by the 
manager of the stores.” The Ground 
Gripper company and associate com- 
panies are now operating over 2,500 
stores, of which 2,250 are operated by 
agents. 


T. R. Browne Goes to Texas 


LOUISVILLE, Ky.—T. R. Browne, who 
has managed the Nisley Shoe Store at 
Louisville since it was opened by the 
Columbus, Ohio, interests about five 
years ago, has resigned to go to San 
Antonio, Texas, to take charge of the 
Senack Shoe Co., department in the 
Vogue store. Browne prior to going 
with the Nisley interests was with the 
J. J. Sensenbrenner, of Senack inter- 
ests, as manager of the department in 
the Hush Brothers store at Louisville. 

Jack Burkhart, who has had charge 
of the Nisley store at Lexington, Ky., 
comes to Louisville as manager here, 
is assistant at Lexington taking charge 
of that store. 


H. G. Tucker Retires 


BROCKTON, MAss.—The Conrad Shoe 
Company of Campello, announces the 
retirement from the firm of H. G. 
Tucker, who has been treasurer since 
the organization of the company ‘some 
ten years ago. The business will be 
continued with its policies unchanged 
as the rest of the organization remains 
intact. 


107 


6 6 ee 


WHERE TO BUY 


Men’s & Women’s 
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LEATHER HAND-TURNED 
SLIPPERS 
Nationally Advertised 


Year-Round In Stock 
SERVICE 
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WHERE TO BUY 
Children’s Shoes 





IDEAL BABY SHOE CO. 
MRS. A. L. DAY 
387 Fourth Avenue 
New Yi 
323 W. Jackson Blvd. 
Chicago 
1307 Washington Ave. 
St. Louis 


49 Fourth St. 
San Francisco, Cal. 
Factory, Danvers, Mase. 
Send for Cataleg 








Approved by Medical Men 


18 @ fully ventilated shoe, 

Burkley Ventilated 
‘oot Developer is unez- 
olled. Well known sar- 
ceons reeommend tts use. 
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Do You Know? 


That you can buy or sell it through 
the “Where to Buy” column. ~ This 
feature in its quick service is a time 
saver in meeting immediate needs. 














Third Factory Opened Ideal Shoe Co. Moving 


WHERE TO BUY by Sam Cohen Chain MILWAUKEE, Wis.—The Ideal Shoe Sterli 


Mfg. Co., has moved into its new plant San A 
BOSTON, Mass.—The Samuel Cohen at Thirty-second and Hadley Streets, shoe Sto 


Ballet Slippers — Co. — nea agen hy Fe puectnne which will be devoted to the exclusive MJ San Ant 
ows sl 4 id i ~ bis ~ ay manufacture of children’s shoes. At JM agership 
senha " This sesame Nddition oq tl present they are producing 3000 pairs here fron 
pooe aes. Pg cm Shoe C of stitched down shoes a day and 20 of the ne 
—s oo “a meewusy oS Sf pairs of children’s welts. at 308 E 


Sumith makes the third factory in the Sam At the Keefe Avenue plant about 2009 merly th 


Cohen chain. The other two are the . f in eueele sales 7 he: 

eaucets s y and correctiy store 
Progressive Shoe Co., of Derry, N. H. a we Sone ; e cs 

: “hs Ka ’| shoes are bein roduced daily. Ap. tures, 
Rights and Lefts making popular price women’s novel- proximately 500 Ban are employed : being ut 





Two Grades ties; and the C. & S. Shoe Co., of both plants. Officers of the firm report pany tha 
that plenty of orders are coming: in and of refine! 
that in a few months a maximum pro. a shop 


pan Framingham, Mass., making inexpen- 
aTiso $2.48 6240 wm. oy wood for men, boys, youths and aoe 

. . . UMNE = ’ i irs will be . eggs 

Tn Stock SMITH Sam Cohen is president and treasurer a aS Pe OF Eee oeies will at two Pp’ 
$25 West Monroe Chicago, Ml. of the Amesbury company. Fred Cohen, ; both to t 
his son, is acting as buyer-in-chief of petal element. 
all raw materials. Frank Charron, for- of exper’ 
merly superintendent for Wise & Bloom to Open New Store 
Cooper of Auburn, Me., is superinten- 














. dent of the Amesbury plant. Harry ATLANTA, GA.— While visiting in At- Nashvi 
Brooks’ Toe Slippers Goller, affiliated with the shoe manu. | !anta recently it was stated —— 
facturing game for the last 30 years, | Bloom of Birmingham, Ala., | 


has been appointed to style and dis. | Planned to open a new retail shoe st “eg NASHV 
tribute the line. at 121 Washington Street, Huntsville, vointmer 


Ala., in the near future. The store js 


to handle ladies’ footwear only, fea- —~ 4 ss 
turing a $6 and $10 price. Mr. Bloom sp oy 
Werner Opens New Dept. | jas been identified with the shee bur fm of the ( 


In Stock SAN FRANCISCO, CAL. (UTPS)—En- | ness in the southeast for the past 15 —_ e 

Gum tie Gitte couraged by the marked success of their | years, and was formerly ass:viated ied he 

18 Black Kis....82.80 $2.75 $2.70 branch shoe shop operated as a depart- | with the French Bootery, at B ming. ‘Th A 

Pink ae... 8.15 . 4 3.06 ment of H. Liebes & Company, San | ham. ~ +} 

Coast Prices tightly Higher Francisco department store, the Frank —_ ~ A . 

BROOKS SHOE MFG. Co. Werner Shoe Company on August 19 On me 

Philadelphia—Swanson & Rit- opened its sixth branch shoe shop in New I. Miller Store — 

Lee Angeles—1163 Se. Hill St. the new I. Magnin Building at Geary i eesens | 

Street and Grant Avenue. The depart- WASHINGTON, D. C.—I. Miller & Sons, * 

ment will occupy the entire third floor | will open an exclusive I. Miller shoe = om 

of the new structure and part of the | shop in Washington, D. C. It will be ater al 
third floor of the old building, and has | located at 1222 F Street, Northwest, 

been finished in the attractive Spanish | adjoining Jeleff’s an exclusive s)ecialty Ste 
Soft Toe type of architecture, modern in color- | shop of the nation’s capitol. It is 

Turn ings. Assisting Harrison Baker, man- | planned to open the new shop early in ATLA} 

Ballets ager, is a picked staff of fourteen vet- | September following extensive  im- who was 

Black Kid erans, selected in main part from the | provements and remodeling ‘o the eastern 

Expertly Designed Mises@ | Other Frank Werner stores. building housing it. the ann 

Women’s Children’s at the | 

in Ne. 100—Regular $1.50 $1.40 | 

Steck Ne. 500—Buck Sole.... 2.00 1.90 of Augu 

H. F, MALOTT SHOE CO. , Manufacturers ; Q manage’ 

: A New California Store eacagee 

ave cn 

and dist 

Stevens 

—_ fi 

in the s 

In me Ballet ing Co., 

Ladies’ $1.25 pair . ae | Pie ' been mi 

Misses’ $1.20 pair eo : ae ie | Le | } Hanan 

Childs’ $1.15 pair ; ‘veA tee eo presider 

BLOG SHOE CO., INC. , a i} 9. | tion he 

147 Duane Street 3 La surer fc 

New York City , cH , : 









































SAN 
Son, I 
Street, 


at 374 ( 
The Famous Con- ah 


cave Arch Hard . ¢ an tt ; t 2: ; 

Toe Slipper, and . . | na 
all types of danc- 
ing footwear. At 
once delivery. Send 
for catalog. 


and wo 
for wo 
shoes { 
the firr 


N. F. Harrington, formerly district manager for Southern Califo) 
ab Repeenatatint for Ray Bros., and R. C. Dickey, who also was with the Ray P 
Coa: ive: S 9 f 
* MR. A. F. WINSLOW store at San Diego, have opened the De Luxe Bootery at 424 !' 1 





5159 Vincent Ave., Eagle Rock Avenue, Long Beach, Cal. The photograph shows the initial wi 
Los Angeles, California display used by these two young enterprising shoe men at the o 
ing of their new store 
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Sterling Shoe Store Opens | New Shoe Factory 


San ANTONIO, TEx.—The Sterling Planned for West Coast WHERE TO BUY 


oe Store made its bow to feminine on 

~ Antonio recently under the man- Los ANGELES, CaL. (UTPS)—Con Shoe Forms 

5a ‘ship of Horace A Cox. - He comes —— is = —_~ on a oo gue 

a ° actory on tan ar venue in en- 6 6 er ee 
here from Dallas, Texas, to take charge dale by the Hollywood Shoe Manufac- 


of the new store. This shop is located taster © I : 
“ 4 ¢ Company, Inc. According to an- TRANSPARENT OR WHITE FAIRY 
at 308 E. Houston Street and was for- | nouncement of company officials, the SHOE FORMS 


erly the home of Paul’s second store ’ : . : , Light, I i d 
asee here. The same beautiful fix- | Pl@nt’s capacity will be 1500 pairs of SGOT ‘Practically Invisible. 
8 : shoes a day although it is planned to 
tures, carpets and color scheme _ are double this output within 18 months Linings and case num- 
being utilized by the Sterling Com- The company is being financed without LASTS! oo —— foren ce 
pany that created such an atmosphere | 1. Of - arf Pcgh wn 5 blic — ——-™ 
of refinement and luxury not found in Those backing the project include: THE SHOE FORM CO., Auburn, N. Y. 


shop handling shoes at this price. - ‘ - 
This store will feature women’s shoes | 4: ©. Emery, President; Hugo Robin- 


at two prices, $3.85 and $4.85, catering | 8°, Vice-president in charge of pro- ee 
oh to the Aa ome y Na pa dennis duction; Robert Emery, vice-president 


+ ; : and assistant superintendent; and W. 
ca: al and coadeens aden. G. Torwuand, secretary and treasurer. W HERE TO BUY 
John Scott, formerly of Lynn, Mass., S 
will be general superintendent of the pats 


Greensborough Store 


NASHVILLE, TENN. (UTPS)—The ap- New Walk-Over Shop DUNHILL SPATS 


: ; . : TOPS THEM ALL 
pintment of Phil Miller, assistant Vv 7 Ww 
manager of the Nashville College Slip- RICHMOND, VA. (UTPS)—A new re Seo 


j ; i s lalizi i A In All Selling Colors 
per Shop, to the assistant managership tail shoe store, specializing in men’s and 


: : women’s shoes and hose, was opened wh hy > 
af the Greensborough, N. C., Slipper at 229 North Tryon Street, Charlotte TAR FOOTWEAR MFG 
Shop came while Mr, Miller was in At- | 7 CA t 21 y' Poy ay: ata 8 oorw > 
lanta on his vacation. He formerly Walk-Over Sho * i wd eR WwW °B = Howard and Norris Sts. 
lived in Atlanta. : enw yf ie . W. Be Philadetphia 

The new Greensborough Slipper Shop s i iit eles —~ oo 


makes the fourth in this College chain. 
On Aus. 2, 1928, A. H. Steele of Bir- Walk-Over shoe stores for the past 18 


; ‘ . years, announced that, while the store 
a. —— 7 ee oe is locally owned and managed, it will WHERE TO BUY 
success from the start. Soon a second | C@tTy the nationally-known brand of Wooden Beach Shoes 


: rae hoes 
store was opened in Birmingham and | § 4 
eter another one in Nashville. Mr. Beck went to Charlotte from St. oa se er ee rere 


Petersburg, Fla., where he formerly 


. ve resided. WOOD SOLE SHOES 
Stevens in New Position eeeenne Heavy Full Oil 


Grain Leather 
ATLANTA, GA.—Frank M. Stevens, N 1f-Serve Stor 
who was elected president of the South- ew Se hagwns A. H. RIEME 


eastern Shoe Retailers Association at LINCOLN, NEB. (UTPS)—The Cook- SHOE CO. 
the annual convention held in Atlanta | Dillingham Stores, Inc., operators of a ar 
at the Biltmore Hotel the early part | chain of stores in Missouri and Kansas Milwaukee, | 
of August, has been appointed district | with headquarters at Independence, a4 
manager in charge of the southeastern | Mo., have purchased the stock of the 
territory for Hanan & Son, and will | Galley Dry Goods Company at Colum- AA aN 
have charge of this company’s stores | bus, Neb. The new firm will operate on 
and distribution in this territory. Mr. | a self-serve plan under the name of the WHERE TO BUY 
Stevens wae Sey yoy od several | C-D Thrift Stores, and besides — 

years for the ladies’ shoe department | and hosiery will feature dry goods, ’ 
in the store of the George Muse Cloth- | ladies’ ready-to-wear and men’s fur- Women § Shoes 
ing Co., and has for the last two years | nishings. 

been manager of the Atlanta store of ae 
Hanan & Son. Before his election as 


president of the southeastern associa- Kinney Store Enlarging 
tion he served as secretary and trea- 
surer for a number of years. DULUTH, MINN.—In order to care for 
increased business at the Duluth Kin- 
Heim Moves Store ney store at 25 West Superior Street. vam waenene 


construction work has been started on 

SAN FRANCISCO, CAL.—F. L. Heim & | the remodeling of the store. The re- es ee ee beeen 
Son, Inc., formerly of 228 Howell | modeling work will cost $10,000 and 
Street, opened a new and larger store | Will make the Kinney shoe store one of 
at 374 Gery Street on August 26th. The the most attractive retail shoe stores 
store in addition to handling the doctor | in Duluth, Business is being conducted 
A. Read line of cushion shoes for men | 2S usual during the construction work. 
and women also handles Hurley shoes 
for women and a line of Orthopedic 


shoes for women and children d 
lin’s cum uae. — New Berland Store 


Retai ° ° 
Kansas City, Mo. (UTPS)—Berland o- Soudan an eee 
New Duluth Store Shoe Stores, Inc., a St. Louis chain or- 
ganization with a series of 46 stores, AA to EEE 
. DULUTH, MInn.—A new shoe store | will omer the — floor porters at Catalog on Request 
hown as Warner’s Shoe Store has | 1206 Main Street here in September. 
opened for business at 5605-Grand | A 15 year lease was negotiated with ys &~ Ay 
Avenue in Duluth handling a complete | Mrs. Stover’s Bungalow Candies Com- George and Louis Timson 
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line of shoes, pumps and oxfords for | panv which controls the Main Street 216 Lincoln St., Boston, Mass. 


men, women and children in all sizes | building, a five-story and basement New England Selling Agents 


and popular styles. structure. 
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Ethics Enforced in the 
Display Field 


[CONTINUED FROM PAGE 91] 


This policy will be an assurance to 
buyers of display equipment that con- 
cerns who are members of the National 
Display Equipment Association, can be 
depended on to give service, original 
creations, dependable merchandise and 
absolutely square and fair treatment. 

In order to make this policy doubly 
sure, and as a guarantee that it will 
be carried out, there have been various 
committees appointed, of men in the in- 
dustry of undoubted integrity, who will 
function as courts of appeal when any 
question arises between manufacturer 
or buyer, which cannot be settled satis- 
ew by the parties directly inter- 
ested. 


A merchant need have no hesitancy 
in taking any matter of this kind up 
with the secretary of the association, 
who will immediately turn it over to 
the proper committee for adjustment. 
Committees already appointed include: 
Constitution and By-Laws, I. A. D. M. 
Contact, Display Fixtures, Backgrounds, 
Flowers, Valances, Membership. All 
members of the committees have signi- 
fied their intentions of carrying out 
wholeheartedly their appointed tasks 
and reports of their activities will be 
released from time to time. 

The committee for adjustment of 
matters pertaining to display fixtures, 
wood and metal, display forms, papier 
maché and wax, are C. E. Smiley, chair- 
man, J. R. Palmenberg’s Sons, Inc., 234 
So. Franklin Street, Chicago; L. J. 
Burke, Curtis Leger Fixture Company, 
341 So. Franklin Street, Chicago, and 
S. S. Newell, Hugh Lyons & Company, 
Lansing, Mich. 

The committee for adjustment of 
matters pertaining to flowers and deco- 
rations are: Joseph Schack, chairman, 
Schack Artificial Flower Co., 140 No. 
Robey Street, Chicago; L. Elkan, Bo- 
tanical Decorating Co., 319 W. Van Bu- 


ren Street, Chicago; Henry Lambach, 
: Grimm-Lambach Flower Co., 905 Wash- 
ington Avenue, St. Louis, Mo. 

The committee for adjustment of 
matters pertaining to backgrounds, 
both wood and moderne, are: Frank 
Rosebrook, chairman, Modern Art Stu- 
dios, 4234 Drummond Place, Chicago; 
A. J. Wolf, Decorative Fixture Co., 
4033 W. Lake Street, Chicago; Philip 
Prever, Don-Riha-Prever Corp., 417 W. 
Twenty-eighth Street, New York. 

The committee for adjustment of 
matters pertaining to fabrics and val- 
ances are: Oscar Lee, chairman, Karl 
L. B. Roth, 217 W. Jackson Boulevard, 
Chicago; Dave Stromberg, Joseph Ka- 
rach Co., 301 Lakeside Avenue, Cleve- 
land, Ohio; George Fienburg, Dazian’s, 
Inc., 142 W. Forty-fourth Street, New 
York. 

The vision of the executive personnel 
of the association is best demonstrated 
by the fact that they have decided upon 
a program of display education and en- 
lightenment, directed to the merchant, 
as their chief objective. Arrangements 
are being made with the research de- 
partment of one of the leading universi- 
ties to work in cooperation with the sec- 
retary to fathom out the really vital 
display facts and data from which edu- 
cational bulletins and important infor- 
mation will be distributed to merchants 
from time to time in every part of the 
country. 

The association has permanent head- 
quarters at 178 W. Jackson Boulevard, 
Chicago, with I. L. Bradford, secre- 
tary, in charge. This office is ready at 
any time to give further information 
regarding the activities of the associa- 
tion or render assistance to merchants 
or display equipment buyers on any 
problem which may arise regarding dis- 
play of merchandise or display equip- 
ment. 

















More of the Ensemble 








In this recent window display, Saks-Fifth Avenue, New York, showed, 
along with shoes, the harmonizing fur, hosiery, bag and umbrella. 
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Women’s Novelties 
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BONDWAy 


PROC 
produces footwear of -ESS 
able lightness, smartness gn4 
flexibility. 


BOND SHOE COMPANY, (32 Duane St.. New Yor 
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WHERE TO BUY 


Dancing Taps 
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CLOG DANCING TAPS 


Made of spe 
minum metal 
give the de 
Easily attact 
Price 2e. Per Pair 
Brooks Shoe Mfg. Co. 


Swanson and Ritner 
Sts., Philadelphia 
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WHERE TO BUY 
Athletic Shoes 


O66 A EP ES 


€@THCO 


BOWLING SHOES 
No. Ci62—All sizes in st 
for immediate delivery 
» Write today for complete ca- 
peaeg_ of ATHCO Athietic 
Athletic Shoe Co. 


Chicago, ti. 
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WHERE TO BUY 
Shoe Label Printing 
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SHOE CARTON LABEL 
SPECIALISTS | 
] PRINTERS. DESIGNERS AND ENGRAVERS LI 


iI W PRINTING x? LABEL (0. 
| I) ee St, CINCINNATI. OHIO. 


| “hte Now for Samples’) 
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WHERE: TO BUY 


Store Fixtures 


———— 


BETTER SHOE FITTING 
SERVICE 
Saves Sales 
Makes Good Fitting Easy 
FREE TRIAL 
THE BRANNOCK DEVICE 
321 S. Salina Street, Syracuse, N.Y. 
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Ulbvr Loon Aho 
BLACK and BROWN SUEDE 
IN STOCK 


Suedes are already selling in volume. This vol- 
ume will increase as the season progresses. 


We are ready for the demand with six smart, good 
fitting numbers. 


R1786—Black ooze calf center buckle one strap, 
309 combination last, 14/8 covered Cuban heel. 
Price $6.35. 





R1787—Prado Brown ooze calf center buckle one 
strap, 309 combination last, 14/8 covered Cuban 
heel. $6.50. 


Stocked AAAA to EEE, sizes 2 to 11. 
(A to E, size 1 up) 


R1731—Black ooze calf front gore pump, 309 
combination last, beaded buckle, 14/8 covered 
Cuban heel. $6.35. 


R1732—Brown ooze calf front gore pump, 309 
combination last, 14/8 covered Cuban heel. 
Beaded buckle. $6.50. 


Stocked AAA to EEE (no EB), sizes 4 to 9. 


R1710—Black ooze calf blucher tie, lizard calf 
trim, 309 combination last, 14/8 covered Cuban 
heel. $6.35. 


R1711—Brown ooze calf blucher tie, lizard calf 
trim, 309 combination last, 14/8 covered Cuban 
heel. $6.50. 


Stocked AAAA to EEE, sizes 24 to 11. 
(A to E, size 1 up) 


Ws Con Go. 


. 37 Canal St., Rochester, N. Y. 
Chicago Office: 504 Security Bldg., 189 W. Madison St. 


a 
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NATURAL BRIDGE 
_ ARCH SHOES 


S— 


ARIZO 
boots anc 
CALIF 
poots, sh 
Kroesen. 
GEORG 
Atlanta 
by $15,00 
Savann 
boots anc 
Shoe Co. 
Raskin’ 
Broughto! 
with the 
Robert 
Barnard ° 
the Nati: 
ILLIN( 
Store; b« 
Alfred E 
Champ: 
ported ¢ 
Chicago 
Avenue), 
out busin 
Johnsto: 


Style 


Style sells this Natural Bridge Arch Shoe—but it’s Comfort that brings the 


women back for more. That, however, is only— 


REASON NO. 1—for applying at once for the exclusive agency for this fast 
selling line. : aa 


REASON NO. 2—Quality! Quality that makes for value. Value that has 
all the women talking about the Style and Comfort they 
can buy for $5 and $6. 


REASON NO. 3—The Radio! Delightful weekly programs of especial appeal 
to women and the modern Miss. Over 5,000,000 radio 


families reached every Friday night. 
| THE SATURDAY conme 
REASON NO. 4—The Saturday Evening Post—A strong, consistent, selling EVENING POST |) Santa. Cr 
campaign in the ‘‘biggest show window on earth’. Pe at ee y —— 
“a r é a? id sh ; 
REASON NO. 5—An “In Stock” Department that keeps your investment 1 | o> iS , GEORG 
down to a minimum and your “turn over” at the i : BN ged 
! | | 7 ruptey. 
maximum. More profit for you! " “ILLINO 
. ; | | ‘ shoes, etc. 
Wire for details. i Chicago 
t t- _ Avenue) ; 
bankruptc: 


‘‘Good to the foot—Good to the eye—Good to the pocketbook” » ; - > Oak Pa, 
—and Good to the dealer! : ing ; repor 


NATURAL BRIDGE SHOEMAKERS fs 


MASSA‘ 


LYNCHBURG ages VIRGINIA Wf 


Nature’s Way aw Our Way | 
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Business Changes 


ZONA—Tucson—Brown Bilt Shoe Store; 
eed shoes; inc. authorized capital $25,000. 
CALIFORNIA—San Pedro—A. E. Blaize, 

boots, shoes, etc. ; reported succeeded by Gus 


Kroesen. 

‘GEORGIA—Atlanta—The Gekco  Co., of 

Atlanta ; boots and shoes; capital stock increased 
$15,000. 

© nnah—Seeel Shoe Store (I. & R. Raskin), 

boots and shoes; consolidated with the National 


hoe Co. 

Opeckin’s Shoe Store (Alex Raskin) (325 W. 
Broughton St.), boots and shoes; consolidated 
with the National Shoe Co. 

Robert Raskin (Family Shoe Store) (41 
Barnard St.), boots and shoes; consolidated with 
the National Shoe Co. 

ILLINOIS — Carlinville — Brockmeier’s Shoe 
Store; boots, shoes, ete., reported succeeded by 
Alfred E. Hall. 

Champaign—N. J. Balbach, 
ported going out of business. 

Chicago — Heftel Bros. (46871%4__—s Lincoln 
Avenue), boots and shoes; reported sold or closed 
out business. 

Johnston City—Hugh Burgess, shoes, etc.; re- 
ported sold out to John W. Jones. 

Villa Grove—A. C. Ford, boots, shoes, 
reported sold or closed out business. 

INDIAN A—Attica—Karl Kurz, boots 
shoes; recently commenced business. 

Terre Haute—Behymer & Gottschalk Shoe 
Corp., boots and shoes; recently incorporated. 

KANSAS—Cherryvale—Murray Dever (‘‘Fami- 
ly Shoe Store”), boots and shoes; reported sold 
to John Willis. 

MASSACHUSETTS — Boston — Public Shoe 
Store (178 Hanover Street), boots and shoes; 
recently commenced business. 

Agoos Kid Co., tanners, capital stock increased 
by $50,000. 

Co-Operative Novelty Shoe Co., shoe manu- 
facturers; inc. authorized capital $35,000. 

Natick Starr Shoe Mfg. Co., McKay shoe 
manufacturers; recently commenced business. 

North Attleboro— Michael Glail, boots and 
shoes; recently com d busi 

MISSOURI — St. Louis — Em-May, Inc. (511 
Washington Avenue), boots and shoes; reported 
increased capital stock from $15,000 to $50,000. 

NEBRASKA —Grand Island— John Sonin, 
boots and shoes; reported sold or closed out 
business. 

NEW YORK — Brooklyn — Cantilever Shoe 
Stores Co., Inc., boots and shoes; reported in- 
creased capital stock from $300,000 to $500,000. 

Buffalo—-Style Arch Shoppe, Inc., boots and 


shoes, etc.; re- 


etc. ; 


and 





shoes; reported named changed to Style Arch 
Buffalo Boots Shoppe, Inc. 

Utica Boot Shoppe, boots and shoes; recently 

incorporated. aod 
YORK—Brooklyn—Anthony J. De Lisio 

(1653 Broadway), shoes; reported sold or closed 

out business. 

Ramona Shoe Co., boots 
authorized capital $10,000. 

Buffalo—Styie Arch Lockport Boot Shoppe, 
Inc., boots and shoes; recently incorporated. 

Style Arch Rochester Boot Shoppe, Inc., boots 
and shoes; recently incorporated. 

New York City—Sam & Sam Appel Co. (375 
West Street) (122 Eleventh Avenue), shoes, etc. ; 
pertnership dissolved. 

Emar Shoe Co., shoes, 
porated. 

Milemur Shoe Co., 
corporated. 

Milesam Shoe Co., boots and shoes; recently 
incorporated. 

Rosemile Shoe Co., shoes, 
corporated. 

Richmond Hill—Boston Shoe Market, Inc., 
boots and shoes; reported business to be liqui- 
dated; also store of same name at Hempstead, 


and shoes; inc. 


etc.; recently incor- 


shoes, etc.; recently in- 


ete.; recently in- 


L. I. 

Southampton—R. Glass Shoe Co., Inc., boots 
and shoes; inc. authorized capital $20,000. 

OHIO—Akron—The Madison Co., boots and 
shoes; inc. authorized capital $50,000. 

DELAWARE—Klein & Pese, shoes, etc.; part- 
nership dissolved; succeeded by Oscar C. Klein. 

OKLAHOMA — Muskogee — Sam Stolper (106 
N. Second Street and 202 N. Second Street), re- 
ported sold store at 106 N. Second Street to 
H. Alperin. 

Okmulgee—Lamode Boot Shop (201 W. Main 
Street), boots and shoes; reported sold to Cooper 
Shoe Co., Kansas City, Kan. 

Shawnee—La Belle Slipper Shop, 
inc. authorized capital $8,000. 

OREGON — Portland — J. C. Brill Co., Inc. 
(1192-4 Sandy Blvd.), shoes, etc.; reported capi- 
tal stock increased from $60,000 to $70,000. 

PENNSYLVANIA — Philadelphia — Allen E. 
Hollander ({Allen’s) (2201 §S. Seventh Street, 
corner Jackson), boots and shoes; reported sold 
or closed out business. 

Philadelphia—Elkin Turn Shoe Co.,_ Inc. 
(1825-29 Wylie Street), shoe manufacturers; re- 
ported name changed to Newton Elkin Shoe Co. 

RHODE ISLAND—Providence—M. Fermanian 
(Brockton Union Shoe Store) (12 Cranston 
Street), boots and shoes; recently commenced 
business. 

VIRGINIA—Martinsville—F. P. Heiner, shoes, 
etc.; recently commenced business. 


slippers ; 








Failures, Embarrassments, Etc. 


CALIFORNIA—Los Gatos—R. S. Roduner (28 
nta Cruz Avenue); boots, shoes, etc.; re- 
ported assigned. 

FLORIDA—Lakeland—Roger F. Ford; boots 
and shoes; reported petition in bankruptcy. 
GEORGIA—Savannah—J. S. Greenberg (“‘J. S. 
Greenberg & Co.”) (601 Oglethorpe Avenue) ; 
boots, shoes, etc.; reported petition in bank- 
ruptey. 

ILLINOIS — Chatsworth — Joe Miller; boots, 
shoes, etc.; reported petition in bankruptcy. 
Chicago--Max Dorenfest (1155 W. Chicago 
Avenue); boots and shoes; reported petition in 
bankruptcy. 
, Oak Park—Joseph Josefson; shoes and repair- 
ing; reported petition in bankruptcy. 
KANSAS — Ottawa — Ottawa Bargain Shoe 
Store (Mr. Ober, prop.) ; boots, shoes, etc.; re- 
ported asking general extension. 
.LOUISIANA—New Orleans—Louis Lomba- 
rino; shoes, ete.; reported offering to compro- 
Mise at 20 per cent. 

MASSACH USETTS—Brockton—Kasper Sznkie- 
pen J shoe repairer; reported petition in bank- 
South Braintree—Dominick Constantino; shoes, 


repairing, etc.; reported petition in bankruptcy. 

NEW JERSEY—Hackensack—Lowgren’s, Inc. ; 
boots and shoes; reported receiver applied for. 

NEW YORK—New York City—Charron, Inc. 
(994 Madison Ave.); boots and shoes; reported 
petition in bankruptcy. 

Rosen’s Boot Shop (Jacob Rosen) (1787 West- 
chester Avenue); boots and shoes; reported 
cailed meeting of creditors. 

NORTH CAROLINA — Williamston —W. S. 
Bailey (W. S. Bailey & Co.); shoes, etc.; re- 
ported petition in bankruptcy. 

OKLAHOMA—Purcell—Dyer & Keating (D. 
and K. Cash Store); shoes, etc.; reported offer- 
ing to comprom‘se at 30 per cent. 
PENNSYLVANIA—Wilkes-Barre—C. N. Burna- 
ford Co. (74 S. Main Street); reported offering 
to compromise at 50 per cent. 

TENNESSEE—MeMinnville—S. T. West & 
Son; boots, 
bankruptcy. 

WISCONSIN — Peshtigo — Barney Chudacoff ; 

ts, shoes, etc.; reported assigned. 

WYOMING—Sheridan—Hewitt’s Bootery (A. 
J. Hewitt, prop.) ; incorrectly reported as peti- 
tion in bankruptcy; should have been reported 
assigned. 


shoes, etc.; reported petition in 








New Shoe Dealers 


New York, N. Y.—Rosemile Shoe Co., Inc. 
” York, N. Y.—Emar Shoe Co., Inc. 
ew York, N. ¥.—Beroz Shoe Co., Inc. 
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New York, N. ¥Y.—Milesam Shoe Co., Inc. 
New York, N. Y.—L. M. Cooper, 72 Madison 


Avenue. 
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Latest Reports of New Stores 
Failures, Embarrassments and 


Bankruptcy Proceedings 


Rising City, Neb.—F. G. Oecesterreicher. 

Chicago, Ill.—Ground Gripper Co., New Law- 
rence Hotel Building. 

Des Moines, lowa-——-Bernard Klein, 2741 Beaver 
Avenue. 

Hartford, Conn.- 
Shop. 

Harlingen, Tex.—H. Hartman, First and Jack- 
son Streets. 

Decatur, Ill. 
Street. 

Valdosta, Ga. 
Street. 

Tabor, Ilowa—Tabor Department Store, Crozier 
Building. 

Frontier, Mich.—B. Mason. 

Gettysburg, Ohio—Werner Romer. 

Vancouver, Wash.—Metropolitan Stores Co. 

Great Falls, Mont.—J. C. Penney Co. (soon). 

Casper, Wyo.—J. C. Penney Co. 

Berwyn, Ill.—Sears, Roebuck & Co., 5923 W. 
22nd Street. 

New York, N. Y.—Harvey Shoes, 527 
Avenue. 

Attica, Ind.—Karl Kurz. 

Tucson, Ariz.—Brown Bilt Shoe Store. 

Boston, Mass.—Arrow Shoe Co. 

Shawnee, Okla.—La Belle Slipper Shop. 

Vineland, N. J.—American Shoe Mfg. 
Inc., 5384 Landis Avenue. 

Bridgeport, Neb.—Ear! Faulk. 

Mesa, Ariz.—Harold Cheney. 

Avondale, Ariz.—Unity Stores. 

Atlanta, Ga.—Byck Bros. Co., Peachtree Street 
(soon). 

Covington, Ohio—Franklin Thrift Store, Weid- 
ner Building. 

Monroeville, Ind.—John Heinfeldt. 

Monticello, Ky.—-Lerman Bros. 

Fort Stockton, Tex.—-John Hassen. 

Rogersville, Tenn.—Fields Bros., 
Building. 

Harriman, Tenn.—Hartsell & Armour, Roane 
Street. 

Lockport, lll.—Henry Stone, 912 State Street. 

Elwood, Ind.—- Montgomery Ward & Co. 
(soon). 

Red Oak, Iowa—J. C. Penney Co. 

Indianola, lowa—J. C. Penney Co. (soon). 

mg Beach, Cal.—-De Luxe Bootery, 424 

Pine Avenue. 

Buffalo, N. Y.—Utica Boot Shoppe, Inc. 

Monticello, Fla.—Turner Mercantile Co., 

Central Falls, R. I.—Monroe Stores, Inc., 
Broad Street. 

Alex, Okla. 


Arnold Glove Grip Shoe 


W. O. Coleman, 1040 N. Water 


Dave Minson, 120 N. Ashley 


Sutter 


Co., 


Testerman 


Inc. 
754 


Cates & Neill, Shelton Building. 
Statesboro, Ga.--L. J. Shuman. 

New York, N. Y.—Weller & Leibow, Inc. 
New York, N. Y¥Y.—Lenrose Shoes, Inc. 

Cotton Plant, Ark.—Bush-Jones Co., Inc. 
Rockingham, N. C.—S. & S. Department Store, 


Cc. 
Reidsville, N. C.—Philadelphia Shoe Co. 
Owen, Wis.—Owen Fair Store Co 
Judsonia, Ark.—Chandler Co., Inc. 
New York, N. Y.—Shumile Shoe Co., Inc. 
New York, N. Y.—Zagre Shoe Co., Inc. 
Cambridge, Mass.—-Noveltv Shoe Shops, Inc 
Boston, Mass.—J. & S. Shoe Co., Inc., 9 Al- 
bany Street. 
Boston, Mass. Shoe Co., 
Essex Street. 

Lynn, Mass.—Paisner & Batchelder, Inc., 
Monroe Street. 
s Providence, R. I. 


In 


~Cusher Inc., 207 
113 
264 Westminster 


Ward & Co. 
Ward & Co. 


Ward & Co., 
Ward & Co. 
Ward & Co. 


Ray's, 


treet. 

Kalispell, Mont.— Montgomery 
Clovis, N. M.—Montgomery 
(soon). 

Cheyenne, Wyo.—Montgomery 
18th and Central (soon). 

Beeville, Tex. — Montgomery 
(soon). 

La Grange, 
(soon). 

Great Falls, Mont. 
Inc. (soon). 
Ashland, Wis.— Metropolitan Chain Stores, 


Ill.—Montgomery 


Metropolitan Chain Stores, 


ne. 
Webster, S. D.—J. C. Penney Co. (soon). 
Ada, Okla.—Brown-Bilt Shoe Store. 
Monette, Ark.—Ed. Bleiden. 
Monroeville, Ind..-John Heinfeldt. 
Monticello, Ky.—Lerman Bros. 
Brooklyn, N. Y.—De Luxe Products Co. 
Mo.—Irving & Reynard. 
Fresno, Cal.—National Family Stores. 
Sinton, Tex.—Harvey Cook. 
Goldsboro, N. C.—Kadis, Inc. 
San Antonio, Tex.—Sterling Shoe Stores, 308 
E. Houston Street. 
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SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED = 
sure to d J 
Somer. : 


Experienced Shoe Salesmen Wanted for SALESMAN WANTED ~ 


Kentucky and Tennessee; Western Pennsylvania and West Virginia; Alabama, For Michigan, Obio and Western Penn. = 
Mississippi and Florida. sylvania, by manufacturer of well known G 

We carry the most complete line of in-stock children shoes. Commission line of boys’ quality welts. Commission BI ¥ 
basis with drawing account. This is an opportunity for steady income. Ap- basis, expenses advanced only. Would 
plications will be considered from men who have a following in this territory. consider oe ee ne sith the Avai 
Please give all information possible in your first letter. rignt partys Shoe easedes, “i808 ally kr 
HELMHOLZ SHOE MFG. COMPANY, Milwaukee, Wis. West Madison St., Chicago, iil. wh hi 
to the 

princip 
ed 
" a check : 
Sideline Salesmen Wanted women 


- 7 
Salesmen Wanted Three Live Wire Well known firm has opening Sideline . all ; 
Salesmen for Imported oven Sandals, 
: Shoe Salesmen Mules and Slippers for Pacific Const, econor 
An unusual opportunity for real Middle West, South and New Englani— — 
salesman to carry line of men’s For Boston, Cleveland and Pitts- ig Renn ge Aggy TO, Addres 
» 2 ° . 296, 

work and dress shoes; children’s burgh Territories to sell complete care Boot and Shoe Recorder, 239 West Record 
stitchdowns; growing girls. The line of large New York whole- oe Sy Sw see, SS. New Y 
following choice territories are saler, featuring women’s and chil- 

ome — = Catone. Texas, ete popular priced novelties. 
ichigan, entucky, Tennessee, nterested only in men with fol- LIVE | 
oe ee Delaware, ae and good records. Write SALESMEN WANTED A +E 
aryland. Drawing account given. ully, giving complete details, to : : a < 
Address B-295, care Boot and Address B-297, care Boot ‘and a coe beh ye 304, care 
Shoe Recorder, 239 West 39th . Shoe Recorder, 239 West 39th one price, styled high and_ priced low. 39th St., 0 
Street, New York, N. Y. Street, New York, N. Y. Can be retailed at $3.00 and up. Texas, 
Oklahoma, Mississippi, Louisiana, Geor- 
gia, Ohio, Wisconsin, California and 
other desirable territories now open. 
This is big proposition on straight liberal 


WE have an opening in several territories for commission basis. 
a sideline shoe salesman, to carry a com- Address Stylo Shoe Company, 14th 


W plete line of spats, rhinestone ornaments and i 
ANTED cot chal bullies of eur Gen cai. pe cn ond Washington Avenues, St. Louis, 
B-270, care Boot and Shoe Recorder, 239 W. 
A Class A shoe salesman for 39th St., New York, N. Y. 


established territory in South- ANTE F ‘ - 
ED—Sal : D—Live wire young shoe Salesman 
eastern New York. Preference Wanree to 1 ately wih cute. W with established trade, to carry as side line 
will be given to a salesman now Brockton made young men’s stock shoes, either in Northern Texas our well known extensively 
- ' : 4 as side line or straight line, on commission advertised line of Hapytoz Turns, Stitchsteps 
covering: thie section -wlth's gow basis. © Address B271, care” Boot, and Shoe 2nd, Stitchdowns. All numbers, stocked, lsh 
= _ x Hurd Me ecorder, 239 W. 39th St., New York, N. Y. ducer. Heferences requir ed we GOOD. 
1€a, . vin In- 3 » Inc., Rochester, N. 
Seemiiiten aa peg — carried SALESMEN—A Manufacturer of medium and — 
c J ' high grade stitchdown shoes offers a _splen- WANTED—Experienced salesman to cover 
amount of shipments the last two did sideline proposition to Salesmen with an Detroit Vicinity, selling on commission 
years, age and at least two re- established retail trade. Commission basis i women’s line of Special Process arch support 
F State territory covered and give footwear. Carried’ im stock: Give references. 
sponsible references. firet letter. Address B-289, care ety en THE TILL SHOE CO., Owego, N. ¥ 
joe Kecorder, est t Rue ew York, 
i A 







































































WE have territory open for a few more up- 
"™ to-date salesmen to carry our high grade 
line of stitchdowns. Popular prices. Chicago 
Linee MODELETTE SHOE CO., 427 S. 
Sangamon St., Chicago, IIl. 


. . 7. 7 
E h 1 itori f ideli 
Classified and Opportunities Department WE pave, several territories open for sideline 
leather sole, covered heels, are our specialty. 


RATES AND OTHER INFORMATION M. THOMAS & SONS, Garfield, N. J 


Copy must be received at the Boot and Shoe Recorder, 239 West 39th EXECUTIVE FOR CHAIN RETAIL Shoe 
St., New York, N. Y., on Monday of the week of publication in order Stores wanted. Must be experienced in 
that advertisements be E ed same week. Otherwise insertion modern merchandising. Advise experience, and 
will be put over to the following week's issue. reference. Confidential. Address B-299, care 


POSITIONS WANTED When advertisers desire answers to eee 
4c per word. Minimum Charge 75c. come in our care twelve words must ic cialaadi 
LINES W. be allowed for address. When adver- 


4c word. Mini tisers desire replies forwarded direct — 
ALL OTHERS | 0 thelr “address each word of their WANTED TO PURCHASE 
7 rd. Ch address must be counted in the adver- é 
py DISPLAY — arge $1.25 Seeman = oats for = ° 
ayment in advance requ ex- in N 
Five dollars per inch. Allow 45 cept when regular advertisers, I wan . RE, Ft mae 
words to an inch amounts are too small to open accounts. to offer? Address B-294, care Boot and Shoe 
Recorder, 239 West 39th St., New York. N. Y. 
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~~ POSITION WANTED 


FOR SALE 





WANTED TO PURCHASE 





—_— 


SITION WANTED—Somewhere there is 

‘a shoe dealer who needs a REAL shoe man 
_q@ man above the average—capable—abso- 
lutely honest — high morals — affable — clean 
dresser—hard worker—fast foot fitter—thor- 
oughly experienced in corrective work—familiar 
with all leading makes arch support shoes. This 
dealer would be willing to pay such a man at 
jast $40 per week to start and more later 
when convinced he was worth two ey 
clerks in his store. Have had 17 years bot 

1 town and big city experience and still a 
young man (38) healthy and vigorous. Will 

anywhere between California and Ohio pro- 
yided real opportunity exists for future if 
mutually satisfied. idress _ B-305, care 
Boot and Shoe Recorder, 239 West 39th St., 
New York, BE. 


—_— 





GOOD SALESMAN 
available for Ohio—women’s line preferred. 
Standing with buyers is good. A good line 
sure to do well in this salesman’s hands. 
erences. Address B-306, care Boot and Shoe 
Recorder, 189 West Madison St., Chicago, Ill 








BIG VOLUME BUYER 


Available September !—a Nation- 
ally known buyer of quality shoes, 
who has operated over three million 
dollars worth of shoes annually— 
to the profit and prestige of his 
principals. Equipp wit buying 
office and record system to select, 
check and get deliveries on time for 
women’s, men’s and children's foot- 
wear and rubbers, in regular lines 
in all grades, plus floor goods and 
economy basement outputs. Will 
consider one large organization or a 
number of responsible smaller stores. 
Address B-302, care Boot and Shoe 
Recorder, 239 West 39th Street, 
New York, N. Y. 








FAMILY Shoe Store located in Southern 
Massachusetts, large industrial city, fully 
equipped. Rent reasonable, wonderful oppor- 
tunity, with or without stock. Address B-309, 
care Boot and Shoe Recorder, 239 West 39th 
St., New York, N. Y. 





ATTRACTIVE family shoe store established 
in 1910, selling nationally advertised foot- 
wear, location near Elizabeth, Popula- 
tion 15,000 people. Don’t write unless you 
mean business, no auction dealers. Address 
B-310, care Boot and Shoe Recorder, 239 West 
39th St., New York, N. Y. 








If you contemplate selling your 

entire or surplus stock com- 

municate with us. Prompt at- 

tention given. 

KIRSCH-BLACHER CO., INC. 

624 Broadway New York 
Phone Spring 1443 








FOR SALE 


Shoe Store located in a growing town 32 miles 
from N. Y. C.; population over 5000. Only 
exclusive shoe store in town, best location. 
Price $5,000 cash, rent $150 month, including 
apartment. Address B-311, care Boot and 
ee. 239 West 39th St., New York, 








FOR RENT 





West NEW YORK, Store 18x80, modern 

front, 100% lo¢ation, opposite Beck and 
Rival, desirable lease, for information write 
DAVID H. KRAFT, 102 Madison Ave., New 
York City. 





FOR LEASE 


FOR LEASE—Store floor centrally located on 
Duane Street, one hundred per cent location. 
Address B-308, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 








MERCHANTS’ NEEDS 





A LIVE WIRE SHOE BUYER-MANAGER. 

15 years’ experience, 10 years with De- 
partment Stores, and 5 years in business for 
myself. Willing to go anywhere. Address 
B-304, care Boot and Shoe Recorder, 239 West 
39th St., New York, N. Y. 





POSITION WANTED 


A thorough shoe man, merchandiser and 
buyer—15 years’ experience Department 
and Chain Store. Understand unit con- 
trol turn over, profits, advertising, organi- 
sation. Best references, married. Ad- 
dress B-307, care Boot and Shoe Re- 
- 239 West 39th St., New York, 











MANAGER OR BUYER—Twelve years’ ex- 

perience, desires connection with reliable 
concern. Best of references. Address B-303, 
care Boot and Shoe Recorder, 239 West 39th 
St, New York, N. Y. 





LINE WANTED 





ADIES’ novelties retailing $5.00 to $7.00 by 
experienced shoe man. Travel by auto 
through Southeast Pennsylvania and vicinity. 
Must be reliable concern. Address B-300, 
care Boot and Shoe Recorder, 239 West 39th 
St, New York, N. Y. 





UCCESSFUL shoe salesman large follow- 
ing Long Island, Jersey, Westchester Co., 
desires to affiliate with good manufacturer or 
i Can furnish excellent references. Ad- 
dress B-301, care Boot and Shoe Recorder, 
239 West 39th St., New York, N. Y. 








HELP WANTED 





SHOE enk—Oue with experience Wones's 
tades. Opportunity. App’ *s 
BOOT SHOP, Trenton, N 3. , 
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Window Decoration 
and maker of 
Artistic Price Tickets 
Latest in Imported and Domestic Roll 
Paper, etc., in Season. 

Samples mailed free on request. 
EMIL RUBLACK 
140-142 West Broadway 
Established 190° New York 
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H-W reed and fibre furniture offers 
many possibilities for fine shoe store 
seating. The above chair, in a beau- 
tiful finish and upholstery, will 
help to create an attractive, ap- 
pealing atmosphere in your store. 
Write for information and prices. 


Baltimore, Md.; Bos’ 
N. Y.; Chicago, Ill. 
Los Anquies i 

Philadelphia,Pa.; 7 
|» Oregon; San Francisco, Calif. 


t.Louis,Mo.; Port- 











Quick Cash Buyers 


Retail Shoe Stores—Stocks or Odds and 
Ends. Unexpired leases taken over. 
Phone or write. 


POSTER @ DEUTSCH 
436 Grand St. New York Oity 
Dry Deck 0352 








TO, BE SURE HIGHEST PRICE 
for your entire stock, odds and ends, or 
surplus lines, ask us for our bid. 

(Estab. 40 years.) Cash transactions. 
Export Surplus Purchase Co., Inc. 
596 Broadway, New York, N. Y. 
TELS—CANAL 6874 or 0655 

















MERCHANTS’ NEEDS 








SOUVENIRS 
and 
ADVERTISING NOVELTIES 


for store openings, anniversaries and special mer- 
chandising events for men, women and children. 


SAMPLES UPON REQUEST 
VICTOR E. LEDERER 


123 West 33rd Street New York 








cer CO. 
BLOG.S7 Lou's Mo. 








POMPOMS AND ORNAMENTS FOR 
SOFT SOLE SLIPPERS 
The right merchandise at the right price. 
Samples sent on request 
HY-GRADE SLIPPER SUPPLY CO. 
693 Broadway New York City 











SHOE 
7 N=) 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


33-39 W 34TH ST. NN.C. 
Phone WISCONSIN 8130 








BUSINESS OPPORTUNITY 





MERCHANTS’ NEEDS _ 





YOU CAN HAVE A BUSINESS PRO- 
FESSION OF YOUR OWN and earn big 
income in service fees. A new system of 
foot correction; readily learned by any- 
one at home in a few weeks. Easy terme 
for training: openings everywhere witb 
all the trade you can attend to. No capi- 
tal = or goods to buy; no onary 3 or 
soliciting. Address Stephenson 

tory, 21 Back Bay, Boston, Mass. 





MERCHANTS’ NEED 
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Milbradt 
lling Step Ladders 


ble you to reach your 
hest shelves convenient- 


“hey last « lifetime 
and 
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a in any style, 
size to fit any 
of shelving. 


ite for general catalog 
let us suggest the best 
ler for your use. 
Milbradt 
anufacturing Co. 
Established 1895 
2416 No. 10th Street 


ST. LOUIS, MO. 
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pond FIXTURES : 


4nade by 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS 
SEND FOR CATALOG? 


La Valle, Inc., Starts 
National Adv. Program 


New York, N. Y.—La Valle, Inc., 
well known makers of bench turns, 
have embarked on a national advertis- 
ing program in order to better acquaint 
the smart women of the country with 
this hand sewed product and also to co- 
operate with the smart shoe salons fea- 
turing the La Valle name. 

Fashion and class magazines as well 
as direct mail are being used in the 
program. 


T. C. Hughes Moving 


OAKLAND, CAL. (UTPS)—Foot Spe- 
cialist Thos. C. Hughes, is moving into 
a new store on Hopkins Street, in 
Oakland’s “Dimond District,” the lo- 
cation being next door to the Bank of 
America. Hughes was recently re- 
elected president of the Dimond Mer- 
chants’ Associaticn. 








MONTCLAIR 


F Room and ] 49th to 50th Sts. 
TubandShower || Lexington Ave. 
NEW YORK CITY 


$3 to 85 
800 Rooms 


per day 
Each with Tub 
and Shower 


Radio in Every Room 





For 2 persons 
#4 to 6 
per day 


Suites 


$8 to #12 
per day 
Special Monthly 
and Yearly Rates 








{ 


3 minutes’ walk from Grand Central. Times 
Square, Fif.h Avenue Shops important 
commercial centers, ding shops and 
theatres nearby. 10 minu.es to Penn. Station. 


Grand Central Palace 
only 2 short blocks away 








$39.50 


For Complete set 


Consisting of 1! 
18”, 2 tables 12” 
and’ 12 shoe stand 
18 and 24, assorted 


Solid American Wa)ny 
Weighted Bases — \jor 
Connections. 


Write for Samp! 
Window Fabrics 
Window Valanc: 


THE HECHT FIXTURE Co. 


NEW YORK | 233 South Well. s., 
SHOW ROOM 
142 WEST 38th ST. CHICAGO 











ESTABLISHED 1890 


LABELS 


SHOE CARTONS i 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


2e3- 271 LEXINCTON AVE. BROOKLYN. NY 
AMERICA’S GREATEST 








Kemp & Herbert Remodeling 


SPOKANE, WASH. (UTPS)—Kemp & 
Herbert Company, who have been re- 
tailing shoes here for the past 20 years, 
are remodeling their store; having the 
windows lowered to nearly ground level 
and divided. The new windows will 
have a background of travatine stone 
with tile and terra cotta columns. 
Entrances to them will be mirrors 
shielded with ornamental iron grill- 
work. 


Expansions Are Planned 
In Haverhill District 


HAVERHILL, MAss.—Expansions are 
being planned by several firms, among 
them Shapiro & Sons, the Simon Shoe 
Co., and the Milchen Shoe Co. In addi- 
tion to these proposed expansions, sev- 
eral firms that have set up branch fac- 
tories in nearby communities are con- 
sidering centralizing their production 
here once more. 


New Job for Fish 


ATLANTA, GA.—H. Fish, who has 
been manager of Baker’s Boot Shop, 
No. 1, since it was opened here several 
years ago by Edison Brothers, will 
leave shortly for Louisville, Ky., where 
he will become supervising director in 
charge of the three stores Edison 
Brothers operate in that city. 


Fermanian Opens Store 


PROVIDENCE, R. I. (UTPS)—Manoo- 
shag Fermanian has just opened a new 
shoe store, the Brooklyn Union Shoe 





Store, at 12 Cranston Street. 
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SHOE CARTON & LABEL MFCS 


Union District Manager 
Is Named for Haverhill 


HAVERHILL, Mass.—The Haverhill 
Shoe Manufacturers’ Association have 
perfected an arrangement whereby they 
will treat with the unions through a 
district manager instead of with the 
half-score of agents, as _ formerly. 
Norman Ware, industrial engineer and 
economist of New York City, has been 
named distrist manager to represent 
the unions. Mr. Ware’s associations 
have been with the Labor Bureau, Inc., 
New York City, and Wesleyan Uni- 
versity, where he was a professor in 
the department of economics. 

The Labor Bureau was called into the 
local situation by the local union sev- 
eral weeks ago and instructed to direct 
the reorganization of the union. Alfred 
J. Bernheim, representing the bureau, 
did the pioneer work, and Mr. Ware’s 
appointment was on his recommenda- 
tion. 


Johnson Buys Out Giddings 


Ionia, Micu. (UTPS)—Arthur John- 
son has purchased the interest of his 
partner, Frank Giddings, in the shoe 
stock of Johnson & Giddings, ani will 
continue the business under the style of 
the Johnson Shoe Co. 


Morse Co. Starts Alterations 


PROVIDENCE, R. I. (UTPS) 

sive alterations have just been 
on the Morse Shoe Stores Com) 
cated at 100 Main Street, Woo: 


i) xten- 
tarted 
ny lo- 
ocket 
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BEAUTIFUL NEW DISPLAY FIXTURES 


to help you present your beautiful new Fall footwear properly! 


Genuine ONLI-WA make—newest design of modern walnut and 


maple—both tables and shoe fixtures. 


The Shoe Buying Centre 
of New York/ 


Mh 


York be sure to see 

the lines permanently 

displayed in the Marbridge 

Building—the year round show 

room of national leaders in the shoe 

and leather industry. Desirable offices 
for Approved Tenants. 


2 wre MARBRIDGE Bldg. Co., Ine. "22023 





“Greeley” and “Dependability” 
Mean the Same Thing in a 
Boudoir Slipper 


For many years Greeley Bou- 

doirs in black and colored 
leathers, with leather or 
rubber heels, have been 
accepted by the national 
trade as the standard. 


A. W. GREELEY 











12 Duncan St. Haverhill, Mass. 
Boston office, 78 Lincoln Street Wwe 
Mz. CurTine anp Mr. Cane yd 





Catalog 15 on request— 
write today. 


The ONLI-WA 
FIXTURE CO. 


Dept. B. S 


ST. PAUL AVE., 
DAYTON, O 





* 
POST-McVEY < 


COMPANY 


* 
Cutters of 
FINE QUALITY TOPLIFTS 
of every description 


BEST OAK TOPLIFTS 


for the 


NEw WOMEN’S LEATHER 


HEEL 
347 CONGRESS ST., BOSTON, MASS 








No More Copies of the 
Shoe and Leather Lexicon 


The present edition of the Shoe and Leather Lexi- 
con is exhausted. No more copies of this shoe 
and leather trade dictionary will be available until 
a new edition has been printed, at which time 
notice will be given. 


Boot and Shoe Recorder 
239 West 39th Street New York, N. Y. 


Did You Ever Think of This? 


You probably have used equipment, shop-worn equipment, out-of-date 
models or products which you do not want but which some one else would 
be glad to get hold of at a price under the market. 

Classified Advertising in the BOOT AND SHOE RECORDER will 
move them quickly and economically. See Classified Section for Advertis- 


ing rates. 
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Boot and Shoe 
Recorder 


Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right’’; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor anp 
SHoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 








A Buying Guide to 


BOOTS AND SHOES 


Abbott Shoe Co., N. Reading, Mass 
Athletie Shoe Co., Chicago, IIL 
Ault-Williamson Shoe Co., Auburn, Me... 


Blog Shoe Co., New York City.... 

Bond Shoe Co., New York City.......... 
Brass Bros. & Feinroth, New York City.. 1 
Brooks Shoe Mfg. Co., Phila., Pa.....108, 110 
Brown Shoe Co., St. Louis, Mo 

Burkley Shoe Co., Brockton, Mass........ 107 
Burns, J. R., Shoe Co., Endicott, N. Y.... 63 


Capezio, New York City 
Carter, J. W., Company, Nashville, Tenn.. 6-7 
Chase, W. S., & Sons, Haverhill, Mass.... 106 


Churchill & Alden Co., Brockton, Mass., 
4th Cover 


Cae. happens & Sons, Inc., E. Weymouth, 


Crafts, G. P., Co., Manchester, N. H..... 
Cushman Hollis Co., Auburn, Me......... 


Devine & Yungel Shoe Mfg. 
burg, Pa. 
Drew, Irving, Co., Portsmouth, Ohio, 
Front Cover 
Dunn & McCarthy, Auburn, N. Y. 


Duttenhofer, Stanley, Shoe Co., Cincin- 
nati, Ohio 4-5 


Ebberts, John, Shoe Co., Buffalo, N. Y.... 
Educator Shoe Corp., New York City 
Elwill Shoe Co., Brooklyn, N. Y. 

Emerson Shoe Mfg. Co., Rockland, Mass... 
Evans, L. B., Sons, Wakefield, Mass 





IN THIS ISSUE 


A NEw RESPONSIBILITY 

THE SPENDINGEST PERSON ON EARTH 
BRAINS BEAT MONEY 

Let Ir RAIN—LET IT Pour. 

THE VOICE OF THE RECORDER 


AMERICA’S MOST BEAUTIFUL LEGS... 


UPON THE CARE DEPENDS THE WEAR 


BILLY ROGERS BECOMES A SHOE MER- 
CHANT (Episode V) 


KNow THYSELF! . 

SHOE STORE SERVICE SECTION 
THE TRAVELING SHOE SALESMAN. 
NEws 0’ SHOES .. 


BUSINESS BAROMETER .. 


Politics and Business . 
The American Woman 
In Window Displays 
Fashions in Rubbers 
Opinions of the Editor 


Foot and Ankle Contest ~— 
44 


By Harold Whithead 

By Dr. Julius Klein .. 
Merchandising and Display .. 

News of the Road 

What’s Doing Everywhere ..... 97 


Changes, Embarrassments, New 
Stores o690660000e Ne 


eeeeeeeeees 
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Ford, C. P., & Co., Rochester, N. Y 
Fox, F. J., Co., Rochester, N. Y 
Friedman, B., Shoe Co., New York City., 


Gale Shoe Mfg. Co., Manchester, N. H.... 199 
General Footwear Corp., New York City .29, 19 
Greeley, A. W., Co., Haverhill, Mass...... 147 


Hagerstown Shoe & Legging Co., apm rs- 
town, 5 


ae & 0 Gtastine Shoe Mfg. Co., Milwav- 
ee, 


Hill Bros. Co., Hudson, Mass 
Ideal Baby Shoe Co., Danvers, Mass....... 


ey Shinkle Shoe Co., 
Johnston & Murphy, Newark, N. J 
Julian & Kokenge Co., Cincinnati, Ohio.. 


Juvenile Shoe Corp., Aurora, Mo 


Stephens & 
. M 


Keith, Geo. E., Co., Brockton, Mass.. 
oe Komfort Shoe Mfg. Co., Milwaukee, 


La Valle, Inc., New York City......... , 


Maize Shoe Co., Rochester, N. Y 

Malott, H. F., Shoe Co., Chicago, Ill... 
Menihan Co., Rochester, N. Y. 

Minor, P. W., & Sons, Inc., Batavia, N. Y. 


Mishawaka Rubber & Woolen Mfg. Co., 
Mishawaka, Ind. 


a Bridge Shoemakers, Lynchburg, 
11 


Nettleton, A. E., Syracuse, N. Y..... 
Old Colony Shoe Co., Brockton, Mass.. 


Packard, M. A., Co., Brockton, Mass... .10, 
Paristyle Footwear Mfg. Co., Inc., New 
York City 


Reynolds, Bion F., Brockton, Mass. 
Richards & Brennan Co., Randolph, Mass. 
Riemer, A. H., Shoe Co., Milwaukee, Wis 


Saks, M. J., Shoe Corp., New York City 
Smith, Wm. Sumner, Chicago, IIl.....106, 
Stacy-Adams Co., Brockton, Mass....... 
Swan Shoe Co., Baltimore, Md. 

Sweet, A. J., Co., Cincinnati, Ohio 


Tober-Saifer Shoe Co., St. Louis, Mo.. 
United States Shoe Co., Cincinnati, Ohio.. 


Willits Shoe Co., Halifax, Pa 
Wright, E. T., & Co., Rockland, Mass 


LEATHER AND OTHER MATERIALS 


Armstreng Cork Co., ‘Lancaster, Pa.... 24 


Evans, John R., & Co., Camden, N. J... .22-23 


Foerderer, Robert H., Inc., Phila., Pa.... 23 
Goodrich, B. F., Rubber Co., Akron, Ohio. 26-27 


Goodyear Tire & Rubber Co., Akron, 
Ohio . 18-19 
Graton & Knight, Worcester, Mass...3rd Cover 


Hecht, F., & Co., New York City........ 77 
Hubschman, E., & Sons, Phila., Pa....... 20 
Ohio Leather Co., Girard, Ohio . 
Mass 


Post-McVey, Boston, 





Quaker City Morocco Co., Phila., Pa. 
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Aext Week 


you will find 
in the 


Boot and Shoe 
Recorder 


N° one person connected with the shoe 
industry is more capable of analyz- 
ing the major trends of fashion than the 
Fashion Editor of the Boor AND SHog Re- 
CORDER, Madame Hamilton Jeffries, who 
is now tracing the sources and progress 
of these new major style movements. Start 
the studies with the first issue in September. 
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HE most modern retail institution in 

our trade is in Long Beach, Cal. “At 
the Sign of the Horse—The Home of 
Dobyns Footwear and Radio Station 
KGER.” You will be surprised to know 
that not very far away from the three X- 
ray machines for the scientific fitting of 
feet is the broadcasting station and main 
studio of C. Merwin Dobyns, owner and 
managing director of Radio Station KGER, 
as well as a successful shoe merchant—al! 
under one roof. The story is very heart- 
ening to an industry pessimistically inclined, 
for it shows the peaks of possibilities. 








INVISIBLE MIDDLESOLE 


This modern achievement in bottom filling vulcanizes the outersole to the 
innersole .... 


“One pliant unit that will neither crawl, bunch nor squeak .. . A firm, even 


tread that is damp-proof in wet weather. 


INVISIBLE MIDDLESOLE combines these outstanding, saleable advan- 
tages together with MAXIMUM FLEXIBILITY. 





Invisible Middlesole spreads like butter 





BECKWITH MANUFACTURING CO. 
Manufacturers of Vuleo Products 


Statler Building Boston 
a  ecitmieisiiiiiamnds iin dill anieiecaeiealni ode Ee 
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